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10 Years and 
2,764 Sales Later 


Montgomery, Alabama 
October 24, 1956 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
JAMEs B. TISDALE Springfield, Illinois 


Dear O’B: 
Five years ago I wrote you to express the great 
<a. — er happiness and pleasure that was mine upon the com- 
; thn sae pletion of my first five years with the Franklin. Now 
with no previous insurance d free. h sed. f ‘chi 
cimatiatnn- Maddie cise a second five-year span has passed, far more richly 
é s rewarding and satisfying than the first, and I want to 
of his cash earnings for : 1 friends in the H 
dia etek tcunea again express to you and all my friends in the Home 
Office, my heartfelt gratitude for your part in my 
$ 2,377.63 happiness. 
I have followed to the letter the suggestions that 
were given to me in 1946 about concentrating on 
Franklin’s exclusive Insured Savings Plans. In that 
first five years I made 1,000 sales, 68 of which were 
on the conventional forms of life insurance. Today 
the total number of sales is 2,764, and only 127 of 
them are other than our incomparable exclusives, In 
1955, you may recall, I had the satisfaction of achiev- 
ing a self-assigned goal of 365 sales in 365 consecutive 
days. Franklin methods and Franklin contracts made 
it possible. 
Between us, O’B, I really feel that I should have 
done more in the past two years, but I must confess I 
spend about 20 percent of my time enjoying with my 
family a lakeside cottage and motorboat, the owner- 
ship of which has been made possible by the happy 
fact of my association with the Franklin Life. 
I shall never cease being grateful. 


Cordially yours, 
Jim Tisdale 


An agent cannot long travel at a faster gait than the company he represents! 


INSURANCE 
COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Three Hundred Million Dollars of Insurance in Force 
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To list every life insurance plan underwritten 
by Continental Assurance would occupy 
a space many times the size of this 


Yet, we do want you to know when and how you can use us 
to advantage. That in view, we have prepared a comprehen- 
sive 1956 Facilities Desk Reference for Producers. It tells you 
our complete facilities story quickly and systematically... 
from simple package plans to competitive contracts for com- 
plex tax situations. 

Please write for your copy...and you will have a most use- 
ful addition for your working sales kit. 


Continental 


ASSURANCE COMPANY 
310 S. Michigan Ave. - Chicago 4, Ill. 


* CONTINENTAL ASSURANCE COMPANY 








© Dept. 317, 310 S. Michigan Ave. + Chicago 4, Ill. 
8 A EG ont Gene ter tte ASK FOR YOUR 
© NAME FREE COPY NOW! 














MR. BROKER... 
got 30 seconds? 


That’s all the time it will take to check that these 
are better term rates than any you have been able 
to offer... ‘til now. 





$100,000 
Age 30 Age 40 Age 50 
5 Year Convertible Term $515 $695 $1,385 
5 Year Renewable Term $595 $825 $1,605 


RATES NOT QUITE SO LOW ON SMALLER AMOUNTS, 
BUT STILL MIGHTY, MIGHTY COMPETITIVE. 


Fantastic? Not at all; No tricks, no catches; we just welcome term insur- 
ance, that’s all . . . and substandard as well as standard. 


If you live outside the ten Provident States*, sorry . . . we cannot be of 
service. If you do live in one of our states, aman any of our General 
Agents, or write direct to: 


The PROVIDENT 


Life Insurance Company 
Bismarck, North Dakota 


JOSEPH DICKMAN, Agency Vice President 


Life + Accident «+ Health «+ Hospitalization 
Annuities «+ Pension Trust 


*Minnesota, North Dakota, South Dakota, Idaho, 
Montana, Washington, Wyoming, Oregon, California, New Mexico. 














Beneficial 


THOUGHTS 


“Education is a companion no misfor- 
tune can depress, no crime destroy, no 
friend alienate, no despotism enslave. At 
home it is a friend; abroad it is an intro- 
duction, in solitude a solace, in society an 
ornament, in old age a comfort. Without 


it, what is man?” 


BEN EFICIAL LIFE 


is your 


life insurance 


BENEFICIAL 
David 0. McKay, Pres. Salt Lake City, Utah 
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Bank-Loan Backers NALU Seeks Better Gregt Southern 


Favorably Received 
by Mills Committee 


Congressman Says His 
Group Should Not Ask Law 
To Bar Legitimate Plans 


Proponents of the bank loan method 
for buying insurance presented their 
case before the 
f : ' Mills subcom- 
mittee of the 
House ways and 
means committee 
last week in Wash- 
ington and came 
away hopeful that 
the bank-loan plan 
will be preserved, 
along with the ad- 
vantage of tax de- 
ductions for inter- 
est payments on 
the loans. 

After listening to a thorough expla- 
nation of the mechanics of bank-fi- 
nanced insurance, Congressman Mills, 
chairman of the subcommittee study- 
ing “unintended profits” under the 
1954 internal revenue code, indicated 
very strongly, proponents of the plan 
reported, that his committee should 
not recommend any legislation which 
would hinder the purchase of bank- 
finance insurance protection. 

Appearing before the Mills subcom- 
mittee were H. F. Johnson, general 
agent at Chicago for National Life of 
Vermont, who explained bank-fi- 
nanced procedures to the subcom- 
mittee. Mr. Johnson was accompanied 
by J. M. Edelstein, Connecticut 
Mutual, Chicago, who explained a 
series of graphic charts which illus- 
trated key-bank-financed principles. 
Messrs. Johnson and Edelstein also 
were accompanied by James A. Deer- 
ing, New York City broker, and by 
their counsel, Washington attorneys 
J. Milton Cooper and Leonard L. Sil- 
verstein. 

Testimony in favor of the plan by 
these gentlemen came on the heels 
of testimony given a week earlier by 
opposition to the plan. At the earlier 
hearing, Gerard S. Brown, Penn Mu- 
tual, Chicago, a member and until re- 
cently chairman of the federal law and 
legislation committee of National 
Assn. of Life Underwriters, told the 
Mills subcommittee of NALU’s agree- 
ment with the principal of the legisla- 
tion desired by the Treasury depart- 
ment to curb what the Treasury called 
“special advantage” of life insurance 
bought on the bank-loan plan. A re- 
port of Mr. Brown’s testimony lead- 
ing up to his statement of NALU’s ac- 
cord with Treasury aims appeared in 
the Nov. 30 issue of THE NATIONAL 
UNDERWRITER. 

Mr. Johnson’s main _ testimony 
pointed out that the Treasury’s pro- 
posal would discriminate unfairly 
against persons who are required to 
borrow to purchase insurance. Refer- 

(CONTINUED ON PAGE 31 





J. M. Edelstein 


Income Tax Status 
For Debit Agents 


WASHINGTON—National Assn. of 
Life Underwriters has filed a state- 
ment with the Mills Congressional 
subcommittee contending that a debit 
agent is an “outside salesman” within 
the income tax law’s meaning and 
therefore entitled to the same privi- 
leges as other outside salesmen in de- 
ducting business expenses. 

A 1955 ruling by former Internal 
Revenue Commissioner T. Coleman 
Andrews holds that a debit agent is 
not an outside salesman within the 
law’s meaning. The effect is to compel 
the agent to calculate his adjusted 
gross income before deducting many 
of his business expenses. The “outside 
salesman” can deduct all these ex- 
penses from gross income, which 
means he frequently pays less income 
tax than a debit agent even though 
both have identical incomes, identical 
business expenses and all other cir- 
cumstances are identical. 

The NALU statement represents a 
second attempt by the association to 
get equal treatment for the debit 
agent. The statement asks that the 
law be rephrased to recognize the debit 
agent as an outside salesman. In a 
separate move, NALU is seeking to 
have the Andrews ruling corrected 
through proposed Treasury regulations 
now pending. 

The core of the Andrews ruling is 
that, as distinct from selling new pol- 
icies, a debit agent spends “a very 
substantial portion” of his time “serv- 
icing and collecting premiums on out- 
standing policies” and therefore is not 
an outside salesman within the law’s 
meaning. 

The statement also asked an amend- 
ment removing inequities resulting 
from the present “transfer for value” 
rule as regards life insurance trans- 
ferred to individuals having an insur- 
able interest in an insured and that 
the subcommittee give thought to giv- 
ing certain annuitants the choice of 
being taxed under the present 1954 
code or under the so-called “3%” rule 
of the 1939 statute. 





Equitable to Finance 
New N. Y. Skyscraper 


NEW YORK—Edquitable Society will 
supply the financing for the projected 
60-story office building to be put up 
just north of Rockefeller Center here, 
on the block front of Sixth avenue 
between 51st and 52nd streets and ex- 
tending eastward half-way to Fifth 


Modifies Buy Offer 
for NW Nat'l. Stock 


Great Southern Life, through Dal- 
las Union Securities Co. of Dallas, has 
modified its offer to buy Northwest- 
ern National Life stock at $103.50 a 
share. The original offer was contin- 
gent upon acceptance by holders of 
75%, or 165,000 shares, of Northwest- 
ern National stock. That goal was re- 
duced this week to 50%, or 110,500 
shares. The offer’s original expiration 
date still stands at Dec. 21. It is be- 
lieved the Great Southern action was 
due, at least partly, to the fact that 
Northwestern National has a hard core 
of support among its directors, officers, 
home office employes and agents, 
whose holdings come to 25% of the 
stock, in addition to stockholders out- 
side the company but friendly to man- 
agement. The Northwestern National 
counter-offer for 15,000 shares at 
$103.50 a share, which expires Dec. 10, 
remains unchanged. 

Meanwhile, B. F. Houston, a direc- 
tor of Northwestern National and vice- 
president of Dallas Union Securities, 
has asked Hennepin County, Minn., 
district court for authorization to ob- 
tain a mailing list of stockholers 
and participating policyholders from 
Northwestern. It is understood the lists 
would be used for proxy solicitation 
and dissemination of information. 
Northwestern, at the request of Great 
Southern, previously mailed the Dal- 
las company’s offer to all sharehold- 
ers. Mr. Houston’s action was slated 
for Dec. 6. A similar move to obtain 
the mailing list of stockholders, only, 
has been brought into the court by 
Life Insurance Investors of Chicago, 
an investment trust. The case is slated 
for hearing Dec. 10. The Chicago firm, 
which is said to own 9.150 Northwest- 
ern shares, says it wants to commun- 
icate with stockholders to learn what 
they will do, in order to reach a de- 
cision on the disposition of its own 
holdings. The firm says it could mean 
a difference of up to $32,000, depend- 
ing on whether it accepts the Great 
Southern offer, holds the stock, or ac- 
cepts an outside cash offer of $100 a 
share. 





avenue. Equitable completed the pur- 
chase of the land for this purpose some 
months ago, as reported in THE Na- 
TIONAL UNDERWRITER at that time. 
Equitable has leased theland to the firm 
that will own and operate the building. 








Late News Bulletins... 








High Court to Review Process-Service Case 
WASHINGTON—The Supreme Court has consented to review the Texas 
court of civil appeals decision in McGee vs International Life of Texas, which 
involves the potency of the California unauthorized insurers service of process 
act. Insured’s beneficiary attempted to collect from International through the 
California act. The insurer contended that the act did not apply because the 
policy was issued before the act went into effect and further argued that the 
Supreme Court decision in Travelers Health Assn. vs Virginia did not apply 


in this case. 


Life, A&S Affairs 
Capture Aitention 
at NAIC Midyear 


1,100 Mix Business 
With Fun at Meeting 
in Florida Vacationland 


By JOHN C. BURRIDGE 

MIAMI BEACH—About 1,100 peo- 
ple are attending the midyear meeting 
of National Assn. of Insurance Com- 
missioners here this week, and a cer- 
tain amount of business is being con- 
ducted against the vacation back- 
ground and despite the absence of any 
representative of the Illinois depart- 
ment. Most of the activity centers on 
life insurance and A&S matters, with 
the fire and casualty industry men 
putting forth their best efforts to hold 
the status quo, especially on the mul- 
tiple line problem. 

Through Tuesday the main action 
had to do with a proposed new mor- 
tality table for the life companies, a 
New Jersey proposal to have its new 
and complicated requirements for han- 
dling house confinement in A&S pol- 
icies adopted by all states, and some 
intense discussion of commercial pen- 
sion and trusteed welfare funds. The 
committee on preservation of state 
regulation got some strong advice 
from the industry to get all states to 
participate in filing amicus curiae 
briefs in the cases before federal 
courts involving FTC. 


The life committee of NAIC de- 
ferred action on the new mortality 
table for six months. 








J. Byron Saunders of Texas an- 
nounced at the first executive com- 
mittee meeting that he is resigning 
as committee chairman as of Dec. 6. 
This will allow an election of a new 
chairman before the convention ends. 
There has been less speculation than 
usual as to who the successor will be. 
A few of the possible candidates are 
still wondering about their status back 
home and cannot play the role of 
campaigner as freely as they would 
like. 

One report apparently certain of 
adoption is that of the committee on 
future convention sites. The recom- 
mendation is that the 1957 winter 
meeting be at New York Dec. 1-5 and 
the 1958 meeting at New Orleans Dec. 
7-12. 

The Miami Beach atmosphere em- 
phasizes the social life, and there is 
no lack of it at this meeting. Consum- 
er Credit Insurance Assn. was host 
at a cocktail party Sunday evening to 
the commissioners and their staffs and 
to about 400 industry men who were 
interested in something to do. Tues- 
day morning the Florida department 
of agriculture sponsored a “cracker 
breakfast” which lasted two hours and 
featured home grown food and home 
made souvenirs. All of Tuesday after- 
noon was devoted to “publication of 
reports” which can be translated free- 
ly as “Tropical Park.” The formal 
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CONGRESSMAN OFFERS SUPPORT TO NAIC 





Backs States’ Efforts to Ward Off Federal 
Regulation of Pension, Welfare Plans 


MIAMI BEACH — Congressman 
Landrum of the House committee on 
education and labor and James Brew- 
baker, counsel for that committee, ap- 
peared at the NAIC convention at 
Miami Beach to offer cooperation to 
the states in any undertaking on their 
part to preempt the field of regula- 
tion of trusteed pension and welfare 
funds. Their appearance was arranged 
by Commissioner Sullivan of Wash- 
ington. The congressional committee 
had been in his state to investigate 
the strict laws that were enacted 
there two years ago. 

Navarre of Michigan presided. Mr. 
Landrum said the proper administra- 
tion of pension and welfare funds is 
vital. Some feel that the only real 
remedy is federal legislation. That is 
not the view of the chairman of the 
committee nor is it the view of Mr. 
Landrum. Incidentally it is rumored 


that Mr. Landrum may be the next 
chairman. 

“We want to know,” he said, “what 
we can do to leave as much of the 
responsibility at the state level as pos- 
sible.” He asked for recommendations. 
Perhaps some federal disclosure acts 
would be needed plus grants in aid to 
those states that are ill equipped to 
proceed. 

“Whatever your decision we would 
much prefer to have it controlled on 
the state level. But if there is contin- 
ued lack of action on the part of the 
states then we would have to have 
federal legislation.” The general at- 
mosphere in Washington, he warned, 
is friendly to a federal scheme. 

“Each time,” he added, “that we 
give in to the belief that the federal 
government can control all the ills we 
are eating into the heart of what 


makes the country what it is and 
leads down the road to uselessness of 
state government.” 

Responsible union management, he 
said, wants assurance that the funds 
will be honestly administered. “We 
find evidence that millions of dollars 
are not going to the benefit of those 
who are paying into the funds nor to 
those who- are the _ beneficiaries.” 
There is a big challenge to the states 
to enact laws and to follow through 
with effective administration of them. 

Mr. Navarre read a joint letter from 
Edmund Fitzgerald, as president of 
LIAA; John Lloyd, president of ALC, 
and E. J. Faulkner, president of HIAA, 
recommending that NAIC proceed to 
generate a code of ethics on these 
funds. Federal laws (presumably an- 
ti-trust) create doubt whether the in- 
dustry could work out such a code in- 
ternally. It would be a more appro- 
priate undertaking for the commis- 
sioners. The industry would cooperate. 
Development of such a code would 
provide concrete evidence of the in- 
tention of the states to strengthen 
state legislation. 

Alexander Query of Prudential, 

(CONTINUED ON PAGE 31) 
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Again, the Lincoln National man has 


it’s a pre-authorized check plan—the_ 
ABC Plan. : 

This Automatic Bank Check Plan 
appeals to clients and agents alike 
because it’s convenient and inexpen- 


lapse through oversight. 


other reason for our proud claim that 


LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


n in his sales kit. This time 


it minimizes the chance of 


National’s ABC Plan is an- 


Fort Wayne, Indiana 
ame Indicates Its Character 








AT NAIC PARLEY 


New Mortality Table 
Proposal Meets Some 
Unexpected Criticism 


MIAMI BEACH—The proposal for 
a new mortality table encountered 
static at the Miami Beach convention 
of NAIC. 

This was unexpected, as the pro- 
gram had been so well publicized in 
advance that its proponents were con- 
fident that the blessings of NAIC 
could readily be obtained. 

The objection was spearheaded by 
a number of the Nebraska companies 
and they were reinforced by Colo- 
radians. Commissioners Pansing of 
Nebraska and Beery of Colorado made 
common cause with their constituents. 

Apparently some of the smaller 
companies fear adoption of this new 
mortality table would touch off some- 
thing of a rate war, that the larger 
more aggressive non-par companies 
which have been using rates that call 
for putting up deficiency reserves 
would, with a new mortality table, 
take another swipe at the premium 
level. 

W. H. Bittel, New Jersey state ac- 
tuary, presided and stoutly cham- 
pioned the program and challenged 
the critics sharply. 

Buist Anderson of Connecticut Gen- 
eral led off as chairman of the 
deficiency reserve subcommittee of 
LIAA-ALC. He said adoption of the 
table would be timely and in the pub- 
lic interest. The mutual companies 
have contributed much to the study 
and have cooperated extensively even 
though they have nothing to gain from 
it. By that he meant that the mutuals 
compensate for mortality improve- 
ment by enriched dividends. Like- 
wise, he said, many stock companies 
have nothing to gain, they being those 
that have established rates based on 
their own mortality, interest and ex- 
pense experience and have the sur- 
plus with which to finance deficiency 
reserves. Most stock companies will 
reduce their rates regardless of what 
is done on the mortality table. 

The proposed table was agreed to 
by a large segment of the industry. 
The table is based on the mortality 
for 1950-54. The margins, percentage- 
wise, are about the same as in the 
CSO 1941 table. It is not a naked 
mortality table. Margins are _neces- 
sary. The 1941 table, he remarked, 
was based on the 1930-40 experience. 

* a * 

The committee would prefer not to 
have the new table dated, lest the 
preference of certain companies not 
to use it might call upon their heads 
unjustified aspersions. He suggested 
that it be called an alternate or op- 
tional table. The committee would 
hope for an effective date of Jan. 1, 
1957. 

.A. N. Guertin of ALC said the ta- 
ble was based on the experience of 50 
companies, and that covered the field 
broadly. The margins are about as 
broad as in the 1941 table, being 85% 
as against 80-85 in the earlier table. 
He said it is a safe table. Also mutual 
companies can use it without depart- 
ing from their traditional pattern of | 
dividend distribution. 

Arthur Coburn of Southwestern Life 
spoke in favor of the report. 

Forrest Estes of Bankers Life of 
Nebraska was the main purveyor of | 

(CONTINUED ON PAGE 31) 
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U. of Pa. Sponsors 
Big International 
Insurance Conference 


PHILADELPHIA—Top executives 
of more than 400 life and property 
insurance companies from 35 foreign 
countries and the U. S. will gather on 
the campus of University of Pennsyl- 
vania for an international conference 
of insurance authorities May 21-22. 

President Gaylord P. Harnwell of 
the university said that, as part of the 
75th anniversary celebration of Whar- 
ton school, the university is sponsor- 
ing the international insurance con- 
ference in appreciation of the insur- 
ance industry’s long and continued 
interest in Wharton school, which pi- 
oneered in the field of insurance ed- 
ucation at the collegiate level. 

Among foreign nations to be repre- 
sented are Australia, Japan, the Phil- 
ippines, England, France, Austria, 
Switzerland, Italy, Germany, the Scan- 
dinavian countries, Canada, Mexico, 


and Central and South American 
countries. 

A program is being developed for 
the 2-day session on topics of imme- 
diate and long range significance to 
the thinking of chief administrative 
officers of insurance companies 
throughout the world. Subjects will 
include the place of private enterprise 
and government in health insurance, 
the effect of inflation on the opera- 
tions and solvency of insurance com- 
panies, recent developments in insur- 
ance regulation throughout the world, 
domestic and international investment 
problems, expanding the capacity of 
domestic and international insurance 
markets, and fundamental trends in 
insurance marketing. 

General sessions will be supple- 
mented by special seminars on life, 
fire, marine, casualty, health and oth- 
er forms of insurance. The university 
will announce at a later date the 
names of the distinguished authorities 
who will participate in the general 
and seminar sessions. 

Heading a sponsoring committee of 
75 internationally known insurance 
personalities cooperating with the uni- 





The life underwriter’s contribution to happi- 
ness consists of the real feeling of security 
which he brings the family circle. 


To life underwriters everywhere, 


the 


Equitable Life Insurance Company of Iowa 


offers a toast . 
happy and the New Year crowned with 
continued contributions to the happiness of 
your fellow men. 







. . may your holidays be 


LIFE INSURANCE COMPANY OF IOWA 









FOUNDED IN 1867 IN DES MOINES 


versity are John A. Diemand Sr., 
president of Insurance Co. of North 
America, and M. Albert Linton, chair- 
man of Provident Mutual Life. 

“The conference,” said Mr. Diemand, 
“offers an extraordinary opportunity 
for domestic and foreign insurance 
executives to exchange ideas and get 
to know one another on a personal 
basis. A true spirit of international 
cooperation in meeting common prob- 
lems can set an inspiring example for 
all who seek economic and social prog- 
ress.” 

In a recent letter to the sponsoring 
committee, Dean C. A. Kulp of Whar- 
ton school said the purpose of the con- 
ference is to provide a forum at which 
the world’s insurance leaders can ex- 
change ideas in an atmosphere of crit- 
ical objectivity and gain a new per- 
spective as to both their responsibili- 
ties and opportunities. 

e e o 

State Department has assured the 
university of its full support in facili- 
tating arrangements for the confer- 
ence and in expediting communica- 
tions with foreign invitees. 

Mr. Linton said free association of 
ideas and men from the international 
insurance scene will inevitably lead 
to better understanding among busi- 
ness men of the free nations. 

Selected by the university as co- 
directors of the conference are Presi- 
dent Davis W. Gregg of American Col- 
lege and Dan M. McGill, professor of 
insurance at Wharton school and ex- 
ecutive director of S. S. Huebner 
Foundation for Insurance Education. 

The City of Philadelphia has joined 
with the university in making plans 
for the conference. 











Richard B. Evans, left, president of 
Colonial Life, receives Upsala College 
Alumni Assn. award from Howard 
Harms, vice-president of the alumni 
association. The award, the first of 
its kind to be conferred on individuals, 
was given to Mr. Evans in recognition 
of the services he has performed for 
the development and advancement of 
Upsala. 

A resident of East Orange, where 
Upsala is located, Mr. Evans received 
his citation after an association of eight 
years with the college, during which 
time, as a member of the advisory 
council, he has worked on various pro- 
blems of finance and administration. 
In his capacity as president of Colonial 
Life, he initiated the company’s schol- 
arship program for Upsala students, as 
an incentive for study in the science of 
mathematics. He served on the mid- 
century convocation in 1950 and was 
a leader for the special gift work, rais- 
ing funds for the new gymnasium- 
auditorium. Mr. Evans is a personal 
supporter of Rho Alpha Phi fraternity 
and has helped in the organization of 
the annual football banquet by this 
group. 


‘Cheaper-by-Dozen’ q 
Stirs Lively Talk 
at Actuarial Meet 


The paper on premium rates vary. 
ing by policy size, presented by Elgin 
G. Fassel, senior actuary of North. 
western Mutual Life, drew lively and 
extended discussion at the recent an. 
nual meeting of Society of Actuarie; 
at White Sulphur Springs, W. Va. 

C. A. Ormsby, Connecticut General 
said Mr. Fassel’s paper is “no doubt 
destined to be of major historical sig. 
nificance to life insurance through it; 
impact on competition within the in. 
dustry and the insuring public’s reac. 
tion to more scientific pricing.” 

R. J. Randall, Teachers Insurance % 
Annuity, outlined the method his com. 
pany uses to recognize the varying 
expense according to policy size. Divi- 
dends are increased for the larger 
amount policies, this method being 
used because “equities could be main. 
tained more satisfactorily in later pol- 
icy years as expense patterns change.” 

D. J. Lyons, Guardian Life, ques. 
tioned some of Mr. Fassel’s assump- 
tions and said that Mr. Fassel’s figures 
“can be sustained only if overriding 
commissions actually vary with size 
of policy.” He cited the difficulties in. 
volved if the schedule of such con- 
missions were to vary by policy size. 
He stated that only those items of ex- 
pense which actually vary per $1,000 
with size of policy should be the basis 
for quantity discounts. 

Daton Gilbert, Connecticut Mutual, 
mentioned the basic forces bearing on 
the necessary cost studies, the prob- 
lems posed by different types of com- 
panies and the field expense alloca- 
tion problem. 

J. A. Campbell, London Life, out- 
lined his company’s method of assess- 
ing per-policy expenses which provid- 
ed the necessary base for his company 
to be the first in North America to 
give full recognition to policy size in 
its rates for all plans. Mr. Campbell 
gave due credit to the several Canadi- 
an companies which have for a nun- 
ber of years issued policies in different 
amount classes at different rates of 
premium. 

F. P. Chapman, Metropolitan Life, 
opined that there will be many differ- 
ences of opinion on the subject. He 
questioned many of Mr. Fassel’s as- 
sumptions and the apparent inconsis- 
tency of his method. 

D. H. Feay, Companion Life, gave a 
brief description of the methods he 
used and the results obtained which 
led to a revision of his company’s gross 
premiums incorporating a variation by 
size of policy. 

Arthur Pedoe, Prudential of Eng- 
land, said that variations of premium 
by policy size had long been used in 
many companies in one form or anoth- 
er. He stressed the high constant first 
year expense developed by Mr. Fassel 
which confirms the results of Mr. Pe- 
doe’s frequent expense studies. 

W. B. Waugh, Canada Life, congrat- 
ulated Mr. Fassel on having the cour- 
age to set up his ideas as a target on 
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such a controversial matter. 

W. M. Stewart, Central Standard 
Life, considered some of the forces 
leading to the adoption of a variation 
in rate by size of policy. Observing 
that this development had been per- 
fected in other countries, he said tha 
in the U. S. “It is an example of wher¢ 
arbitrary governmental _ restrictions 
apparently operated to the detriment 
of the industry’s service to the public. 
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What is the best buy” 


in Life Insurance today? 


Through the years life insurance companies have 
extended their benefits to an ever-widening segment 
of the American public. They are continuously at 
work not only to liberalize existing contracts but 
also to create new policies that meet modern needs. 
Imaginative, new forms of contracts providing 
family security and insuring the continuation of 
business ownership are announced with increasing 
frequency. 


To the average man on the street, however, many 
of these new developments are merely a confusing 
jumble of ideas and labels. How can he determine 


what is the “best buy” for him in life insurance 
today? 


New forms of life insurance are like the miracle 
drugs we hear so much about. New drugs offer 
promise of great benefit to mankind, but still must 
be skillfully prescribed by trained physicians. Life 
insurance must also be prescribed by an expert. 
Without study of the client’s problem and an accu- 





William P. Worthington 
President 


rate diagnosis by the life underwriter, full bene- 
fit cannot be achieved from new forms of life 
insurance. 

So, when all is said and done, it is the modern 
life underwriter who is perhaps the most signifi- 
cant achievement of the life insurance business. 
He is a far cry from the high pressure salesman 
who, armed with little more than a rate book, set 
out to make quick sales with a minimum of service. 
The modern life underwriter looks upon: life in- 
surance as a career, not just a job. He is highly 
trained to use all of the tools at his command to 
solve family and business problems of financial 
security. The life underwriter who dedicates him- 
self to the interests of his clients stands second to 
none in the contribution he makes to the well-being 
of his community and the nation. 

Home Life is proud to salute its own field organi- 
zation and all other carefully selected and trained 
career life underwriters who are, in truth, the “best 
buy” in life insurance today. 


HOME LIFE INSURANCE COMPANY 
256 BROADWAY, NEW YORK, N. Y. 


“WV Crxeexr Undenuvitons’ Compan ye 


John H. Evans 
Vice President — Sales 
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‘Tight Money’ Effect 
on Buy-and-Sell 
Agreements Told 


The “tight money” policy of the GOP 
administration enhances the need for 
funded buy-and-sell corporation agree- 
ments, R. W. Hilgedag, Indianapolis 
estate and taxation attorney, told 
members of the Indianapolis Life Un- 
derwriters Assn. at their November 
meeting. 

In states where corporations are al- 


lowed to buy in their own stock, the 
law usually specifies that they may do 
so long as they do not impair the fi- 
nancial structure of the company, he 
pointed out. “Certainly a creditor has 
a right to go into court and charge that 
any particular stock purchase out of 
surplus will result in such impairmen:; 
and under the ‘tight money’ policy, 
creditors are looking twice at large ex- 
penditures by any corporation. 
“Where the purchase is made out of 
corporation surplus, creditors may be 
able to make a case, or at least to cause 
delay in settlement with the heirs of 


a deceased stockholder. However, when 
the death of the stockholder creates 
the money with which to buy in his 
stock, as it does with life insurance 
funding of the buy-and-sell, no credi- 
tor is likely to be apprehensive,” he 
said. 

Mr. Hilgedag also charged there is 
too much emphasis put on the idea that 
a buy-and-sell agreement will fix the 
corporation valuation for estate-tax 
purposes. “Neither the revenue depart- 
ment nor courts are obligated by law 
of custom to accept the buy-and-sell 
valuation as the taxable valuation,” 
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he reminded listeners. “The agreement 
doesn’t fix the value. The most that 
can be said for it is that it is evidence 
of value.” 

He also warned that a buy-and-sell] 
agreement is not the solution to every 
business insurance problem. “It’s usu- 
ally a good idea; but there are cases 
in which it is the worst thing yoy 
could have ... before you make an 
all-out recommendation for such an 
agreement, be sure you have analyzed 
the situation thoroughly,” he advised. 

Valuation formulae in agreements 
are “tricky,” Mr. Hilgedag warned, 
“They always have to be ‘interpreted. 
When I use a formula, I require that 
the firm’s accountants figure out the 
valuation as of today, using the for- 
mula as it would be used when the 
agreement goes into effect. If there are 
any problems of interpretation, they 
come up then and can be solved while 
everyone is alive. I then require the 
principals to sign the accountant’s cal- 
culation as indication that they are 
aware of the interpretations he has 
made and items he has included and 
approved of them when everyone was 
alive to bargain.” 

While admitting that the deferred 
compensation field is a lucrative one, 
he said, “My knees shake when any.- 
one asks me to prepare such an agree- 
ment for an officer or employe who is 
also a stockholder.” 

Mr. Hilgedag recommended | that 
agents with divorced or separated cli- 
ents study the separation agreement 
to see whether alimony or support 
money is a liability against the estate. 
If it is, he suggested decreasing term 
purchased by the present wife on the 
life of her husband to make up the 
deficit the alimony liability will create 
in the husband’s estate. 





Equitable Society Opens 


New Building in Milwaukee 


MILWAUKEE—The new $1,500,000 
business building of the Equitable So- 
ciety, recently completed on the near 
west side at West Wisconsin avenue 
and North 17th street, was formally 
dedicated Nov. 30. The building houses 
the Wisconsin division of Equitable in 
charge of Lee Wandling. Charles W. 
Dow, New York, president of the com- 
pany, and other officials attended the 
events and participated in the cere- 
monies. He spoke at a dinner and re- 
ception for civic and business leaders 
on Nov. 29, and a luncheon for the 
state Equitable organization the 10l- 
lowing day. Open house for the public 








followed the dedication. 


N. Y. Life Dividends 


to Top $100 Million 


NEW YORK—For the first time, 
New York Life’s dividends will total 
more than $100 million. The 1957 
amount includes $96.1 million for in- 
dividual life and annuity policyholders, 
as compared with $93.1 million for 
1956. The remainder is for group and 
A&S policies. The scale on all individ- 
ual policies will be the same as for 
1956. 

New York Life will continue to 
credit interest at 3%, or at the guaran- 
teed rate if higher, under supplemen- 
tary contracts and dividends left on 
deposit. 


LOMA Graduates to Hear 











Learson at N. Y. Session 


Society of Life Office Managemen 
Assn. Graduates will hold its quarterlyg 
dinner meeting Dec. 5 at the Mutua 
of New York building, New York 
City. Richard J. Learson, vice-pres! 
dent of Mutual of New York, wi 
speak on the development of manage 
ment in the insurance business. Abou 

members are expected to attend 
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Tell NAIC of United 
Efforts to Fight FTC 
Cases Based on PL 15 


MIAMI BEACH—Strong argu- 
ments were offered the NAIC commit- 
tee on preservation of state regulation 
at its session Monday to “give the 
court everything you’ve got” in sup- 
port of insurers contesting the Federal 
Trade Commission cases involving 
public law 15. Henry Moser of Allstate 
offered the potent advice originally, 
and drew support from J. Raymond 
Berry of the National Board and Ray 
Murphy of Assn. of Casualty & Surety 
Companies, that if 48 states join in an 
amicus curiae brief opposing FTC as 
being wrong in the law, the chances 
of success would be considerably bet- 
tered. 

McConnell of California, the chair- 
man, opened the meeting with a brief 
resume of the FTC situation, and 
asked for helpful comment. He said 
the deadline for briefs in the Ameri- 
can Hospital case is Dec. 10, and it ap- 
pears to be too late to get much par- 
ticipation there, although the Texas 
attorney general has prepared a brief 
and will file it. National Casualty is 
next in line, with a case pending in 
circuit court at Cincinnati. The Fire- 
man’s Fund case has already been ar- 
gued and an early decision is expected, 
but this case was not taken up on the 
merits of the FTC position on PL 15. 

Navarre of Michigan opened up the 
discussion of multi-state participation 
in amicus briefs, suggesting that it 
might be wise to invite participation 
of states in which National Casualty 
is licensed, perhaps by joining in a 
brief with the Michigan attorney gen- 
eral. 

Holz of New York said he believed 
it would be better to limit participa- 
tion to states in the circuit. Numbers 
of states won’t make any greater im- 
pression on the court than those in 
the circuit, he added, suggesting that 
a brief be filed by the attorney gen- 
eral of the state of domicile first and 
then by those in the circuit, either as 
subscribers or separately. 

Mr. Navarre wondered whether it 
would produce a better result to have 
every state involved, every state 


where National Casualty does business, 
assert its rights or limit the participa- 
tion to those in the circuit. He said 
he thinks numbers are important. If 
the briefs are numerous, well pre- 
pared and present the issues clearly, 
the very weight of them will have an 
effect. He said he could see no par- 
ticular merit in limitation. There 
might be only one other state in the 
circuit but there could be 30 states in- 
volved on a business basis. 

The number of briefs is not the 
kind of thing the committee can vote 
on yes or no, Mr. McConnell com- 
mented. The state attorneys general 
have to make their decisions and get 
permission from the court to file their 
briefs. Some courts, he noted, are sick 
and tired of amicus curiae briefs. The 
parties at interest generally know all 
of the facts and amicus briefs have 
mostly a psychological value. In Cal- 
ifornia, Mr. McConnell said, he wanted 
to get the state position asserted in 
the Fireman’s Fund case, and Wash- 
ington, having a special interest, did 
also. The attorney general from both 
California and Washington asked time 
to argue, but the court wouldn’t hear 
them. 

Robert Neal of Health Insurance 
Assn. said his association is filing a 
brief in the American Hospital case and 
has retained outside counsel. This 
counsel says, Mr. Neal reported, that 
there is great danger in a multiplicity 
of briefs, but of all the outside briefs, 
the one having the best chance for at- 
tention and argument is that filed by 
an attorney general. An attorney gen- 
eral’s brief in which one or two other 
states concur is best, Mr. Neal said. 

Mr. McConnell said he was advised 
that some counsels are of the opinion 
that the worst folly of all is to have 
all states join in a brief, since that 
lays down the proposition that the is- 
sue is to be decided here and now and 
puts all the eggs in one basket, leaving 
the whole matter up to perhaps three 
or four men. 

It was at this point that Henry Mo- 
ser made his appeal for united and 
100% action, saying he could not agree 
with Mr. Holz that the approach by 
states in the circuit is best. The in- 
dustry and the states have one shot 
at the issue, he said, and the first case 
will be “very controlling.” He urged 
the commissioners to “give the court 

(CONTINUED ON PAGE 24) 
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Atlantic Life has approved plans for the construction of a $2.3 million home 


office building, to be located atop a 3-floor parking facility in the heart of 
downtown Richmond. Four of the floors will be utilized by Atlantic for of- 
fices and one will serve to increase available parking space in the garage unit 
by more than 100 cars. The floors reserved for Atlantic’s use will provide 
more than 60,000 square feet of air conditioned space. Two high speed eleva- 
tors will carry visitors to a reception room five stories up. This room will 
have a landscaped terrace overlooking Grace street below. On the floor with 
the reception room will be a company dining room 30 feet by 80 feet with an 


adjoining pavilion. 








NAIC Spars Over 
Group Credit For 
Mutual Fund Buyers 


MIAMI BEACH—Sparring over the 
issue of grafting life insurance on the 
trunk of mutual funds took place at 
the NAIC group life subcommitee 
meeting Monday morning. 

Taylor Bigby of NALU pleaded for 
inclusion in the group life definition 
of the following provision: 

“No debtor shall be eligible (for 
group insurance) unless the indebted- 
ness constitutes an irrevocable obliga- 
tion to repay which is binding upon 
him during his lifetime at the time 
the insurance becomes effective upon 
his life.” 

At the St. Louis convention in 
June, the NAIC committee recom- 
mended this, but removed the word 
“irrevocable.” Mr. Bigby said without 
“irrevocable” the provision is mean- 
ingless. 

Victor Lutnicki of John Hancock 
noted that this regulation is aimed at 
group credit coverage on purchasers 
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of mutual fund shares on the install- 
ment basis. Such a program ought to 
be confronted on the public interest 
question. If it is not in the public in- 
terest, John Hancock would like to 
know why. A model law should not 
contain caveats that don’t have a di- 
rect relationship to the public interest. 
He said these combinations have been 
on the market for 15 or 20 years. They 
do not hurt the agent or injure his 
sales. Mutual funds are well regu- 
lated and closely controlled invest- 
ment mechanisms, and life insurance 
is likewise regulated and controlled. 
New York and Massachusetts have 
ruled that the plans are permitted 
under the model group law. If they 
are injurious to the public, that fact 
should be ventilated and argued. 

Mr. Bigby said NALU would like to 
see NAIC action at this session in 
view of the forthcoming legislative 
season. Commissioner Howell of New 
Jersey, the chairman, voiced doubt 
that this could be done. 

Mr. Lutnicki said this is related to 
the variable annuity problem. The lat- 
ter is essentially a mutual fund with 
a mortality element. Mr. Bigby, how- 
ever, insisted that this is a singular 
subject and is not affected by the 
variable annuity matter. 

Oren Pritchard, for NALU said his 
group believes the definition should 
make certain that what is covered is 
a true debt. A contract to buy some- 
thing isn’t a debt during the lifetime 
of the individual. 





Lancaster Returns to 
Ky. as Chief Examiner 


B. Robert Lancaster has returned to 
the Kentucky department and _ will 
serve as chief examiner. 

Mr. Lancaster was with the depart- 
ment from 1934 to 1945, doing exam- 
ination work for the department and 
for Zone 3. He joined Medical Pro- 
tective of Fort Waync as comptroller 
in 1946. When he resigned from the 
company, he was vice-president, sec- 
retary, general manager, assistant 
treasurer, a director and stockholder. 





Ransack Insurance Offices 


Officers of National Life & Accident, 
Prudential, Life of Georgia, and Lin- 
coln Income Life were among a num- 
ber of business offices ransacked on 
the second and third floors of the 
Kitchen building, at Ashland, Ky., re- 
cently. Nothing of considerable worth 
was reported taken. 
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Massachusetts Mutual 


keeps pace with the times 


Increased Savings on 
Advance Premium Payments 


The rate of interest used to discount premiums 
paid in advance has been increased from 212% 
to 3% per annum — another plus for Massachu- 
setts Mutual policyholders. 


Income Dividends on 
Life Income Options 


Extra! An income dividend with each install- 
ment payable in 1957 under life income settle- 
ment options in effect under policies issued after 
May 1, 1943. Income dividends are in addition 
to the interest dividend payable if any of the 
life income payments are stipulated. 


Guaranteed Issue — 
Now Considered on 10-24 Lives 


Individual Policy Employee Benefit Plan. Liberal 
underwriting. Groups of 10-24 lives, 90% parti- 
cipation, up to $10,000. Groups of 25 or more, 
75% participation, up to $20,000 (subject to state 
statutory limit). 








Accidenta! Death Benefit 
Extended and Liberalized 


Now issued ages 10-60. Coverage to age 70 or prior 
policy maturity. Lower premium rates in most 
cases. Number of exceptions reduced. 


Existing coverage liberalized in line with new 
exceptions. Dividends payable in 1957 om pre- 
mium-paying ADB provisions in force before 
May 21, 1956. 
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Retirement Income 
at 62 for Women 


To supplement Social Security benefits. Policy- 
holder may defer starting income up to 5 years 
after age 62. Annual Premium per $10 monthly 
income ($1,000 insurance): age 25, $41.83; 35, 
$63.22; 45, $110.48. 


For Women — 
Waiver Coverage Now to 60 


Now being written for ages 10-55. Coverage and 
premiums to policy anniversary nearest age 60 
or end of premium-paying period if earlier. 
Rates 114 times those for men, 
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Continental Cos. Hold 
Seminar on Recruiting 


Continental companies held a 2-day 
recruiting seminar in Chicago for 20 
placement officers and educators from 
midwestern universities. The meeting 
included talks by executives, a sym- 
posium on insurance careers for grad- 
uates and guided tours of the home 
effice. 

Chairman Roy Tuchbreiter, keynot- 
ing the seminar, placed special empha- 


sis on youthful leadership within the 
companies and the interdependence of 
the insurance business with institu- 
tions of higher learning. 

President J. M. Smith of Continental 
Casualty said insurance companies 
must provide full multiple line facili- 
ties or forfeit leadership. In making 
these facilities available, the company 
is striding ahead but is in danger of 
outstripping its manpower supply. He 
hoped that the educators, given a first- 
hand account of job possibilities at 


Continental, would feel that insurance 
is a business which they could recom- 
mend confidently to graduates. 

President Howard C. Reeder of Con- 
tinental Assurance said the country’s 
increasing birth rate makes life insur- 
ance a growth industry. College men 
are needed to service policyholders and 
contribute to the growth. Life insur- 
ance is a depression-proof career and 
the company is eager to delegate re- 
sponsibility to many young men now 
in college, he said. 





Re)’ 4- 


costs MONEY 





THIS IS a tragedy about to occur—as it does much too commonly on the 
American scene today. Blinding lights on a curve, a screech of brakes— 


then death. 


Who was to blame is not important, for this tragedy extends far beyond 
the death that happened here. The husband, and father, has suddenly 
been taken away and no one can replace him. 

This could be any one of us, today, tomorrow, next week. Those of us 
who love our families have been foresighted enough to expect the 
unexpected and made provision that, even though we are gone, those we 


leave behind need never suffer eco- 
nomically. Life insurance is the most 
certain, most economical manner in 
which to be positive your family will 
have what you planned for their 
future. There is no better life insur- 
ance than Pan-American Life insur- 
ance and our Representative will be 
happy to present a. “Tailor-Made” 
program suited to YOUR plans. 


Offering all forms of Life Insurance 
Groun and Pension Plans 











one of 
America’s 
foremost 
mutual 

life 
insurance 
companies 
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LIFE INSURANCE 
COMPANY 


“Guardian of Your Tomorrow” 


You will be glad your Pan-American Representative called—welcome him. 








PAN-AMERICAN LIFE INSURANCE COMPANY 


2400 Canal Street. Dept. PRS 1756 
New Orleans 19, La., U.S.A. 


Without obligation, please send me 
full information about your “Tailor- 
Made” Plan. 











Nome...... 
Address Date of Birth 
City State 














“When someone's counting on you... you can count on life insurance.” 


In 
TIME 
and 


NEWSWEEK 


ads similar to this 

are appearing regular- 
ly to build prestige 
for, and to assist, our 


Representatives in 


their daily efforts. 
Each ad reaches mil- 
lions of persons who 


are prospects. 


This, coupled with 

our training, top-notch 
sales aids, and our 
“Tailor-Made” policies, 
designed to meet ind:- 
vidual needs, will make 
more money for you 


under 


PAN-AMERICAN'’S 
CAREER CONTRACT 


“Guardian of Your 
Tomorrow” applies to 
Pan-American’s Repre- 
sentatives as well as 


its Policyowners. 





President 


Executive Vice-President 
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Vice-Pres. & Agency Director 


Ettherer 2x0 


Reason for High Agent 
Turnover Explained to 
Indianapolis GAs 


A big reason for high turnover de- 
spite development of scientific aptitude 
tests is that no test yet devised can 
show whether or not any given general 
agent or manager and any given re- 
cruit will be able to work together, 
Lowell Holmes, managing director 
Management Research Associates, In- 
dianapolis, told members of Indianapo- 
lis General Agents & Managers Assn. 
at their monthly meeting recently. 

“No matter what a man’s aptitudes,” 
he warned, “he won’t succeed if he, the 
general agent and manager, and the 
supervisor can’t work together. This is 
the explanation of the often-observed 
phenomenon of the agent who fails in 
the business with one agency but suc- 
ceeds with another.” 

Another cause of failure, and, more 
often of mediocrity, is that both the 
manager and the agent devote all their 
time to building up the agent’s strong- 
est point, “whereas, no chain being 
stronger than its weakest link, it 
should be that weakest point on which 
developmental effort should be concen- 
trated,” he said. 


Mr. Holmes warned that some men 
must have the morale stimulus of fre- 
quent sales to succeed. “Thus a suc- 
cessful salesman from other lines may 
not always be successful in life insur- 
ance, where sales are normally rather 
widely spaced,” he said. 

“One of the biggest troubles with 
young men today is inability to read— 
pure mechanical inability as a result of 
some teaching experiments indulged in 
during the past 20 years. Often the best 
training you can give a new, young 
man in the business is a course in re- 
medial reading. If you don’t, he will 
never absorb the training material you 
use with him; and your only way of 
training him successfully will be by 
word of mouth, which is the slowest of 
all ways.” 

Mr. Holmes advised the GAMC 
members that “You are in the most 
wonderful business in the world, a 
business which literally safeguards the 
free world’s destiny, but you need to 
be giving more attention to methods of 
finding out all about a man before you 
put him under contract to cut down 
sharply the waste of human resources 
that comes when you induce a man to 
spend six months to a year of his time 
to find out what you should have 
known before you hired him: the fact 
that he isn’t suited for the business, or, 
at least, for the business under you.” 

At a board meeting preceding the 
regular meeting, resignations of James 
Bettis, general agent Berkshire, as a 
member of the board, and of Samuel 
Fuller, executive secretary employed 
in October to replace Donald A. Baker, 
long-time executive secretary, were 
accepted. Elected to fill Mr. Bettis’ 
term was G. William Eppley, manager 
Prudential ordinary. Qualifications of 
several applicants for the executive 
secretary post were reviewed. 





Tennessee Life V-P Talks 
Before Nashville Gatherings 


Charles E. Gaines, vice-president 
and agency director of Tennessee Life 
of Houston, addressed a November 
meeting of Nashville General Agents 
& Managers Assn. His topic was “What 
the Agent Expects from Management. 
Mr. Gaines also conducted an all-day 
sales congress for the Nashville Life 
Underwriters Assn. on Nov. 29. Ap- 
proximately 250 attended. 
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educational life 


contracts from The Travelers 


When you focus your attention on educational life, you 
can be sure of success by campaigning with The Travelers 
Educational Life contracts. 

The Travelers, one of the pioneers in this field, offers a 
number of programs, all based on guaranteed cost. And it’s 
this important feature that provides you with an exception- 
ally strong selling point. For guaranteed cost eliminates 
uncertainty about total premium costs. 


The Travelers helps pave the way for your calls by ad- 
vertising year round in the nation’s leading magazines. And 
you'll get a big assist from the wide assortment of Trav- 
elers promotional materials. 


A Travelers Life Manager or General Agent will be happy 
to talk over the educational life contracts with you. Why 
not call him today? 


The Good Things in Life are Guaranteed 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 
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Conservative Credit Insurers 


Alarmed at Newcomers’ Antics 
By HOWARD J. BURRIDGE 


Stable and established companies 
writing credit life insurance are be- 
ginning to become disturbed and in 
some cases even alarmed over the na- 
ture of the competition they are en- 
countering from newly-formed com- 
panies that have gone into the credit 
field. They are upset the most by the 
willingness of such companies to pay 
exhorbitant and what seem to be un- 
precedented commissions. They be- 
lieve that if the present trend contin- 
ues, the writing of credit life insurance 
may lose most of the appeal that it has 
had in the past. 

The recent tightening of the rules 
on the writing of credit life insurance 
in West Virginia indicates that insur- 
ance commissioners continue to keep 
a sharp eye on the operations of the 
credit writers. They are inclined to 
criticize various practices of many 
credit writing companies but those 
who are disposed to discuss the situa- 
tion honestly will admit that with 
many companies the commissions paid 
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for the business are entirely too high 
and this strikes insurance commis- 
sioners as incongruous when they see 
that most companies have at worst a 
very favorable mortality experience 
on their credit business. 

The cause of the present disturbed 
state of mind among the credit writ- 
ing companies of long experience is 
the fact that a newly formed life corn- 
pany feels that credit life insurance 
provides a way of getting a relatively 
large volume of business on the books 
in a comparatively short space of time. 
A new company can in fact build up 
a respectable “in force’ showing by 
specializing on the writing of credit 
business. 

2 e o 

Often this can be done at a low 
acquisition cost because it does not 
necessitate the expense of building up 
of the conventional agency organiza- 
tion. A new company may have some 
bankers as stockholders and beginning 
with these it may make some banking 


Sure keeps a fellow on his toes nowadays, 


doesn’t it? 


Family policies, weekly Ordinary, month- 
ly Industrial, variable annuities, split dollars, 


small group, jumbo group. 
And also just plain old-fashioned Life 


Insurance, of which we sell some. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 





and finance company connections. 
Sometimes this can be done by mail 
and once such an appointment is con- 
summated the business flows in auto- 
matically. There is, for example, no 
necessity for frequent agency trips, 
extended correspondence, discussions 
by mail over whether this, that or the 
other case is acceptable. 

Not only that, but there is no nec- 
essity for boosting agency morale, 
holding agency meetings, making per- 
sonal contacts in order to work with 
agents or general agents. A well-man- 
aged company writing credit life in- 
surance only is usually able to operate 
at a low cost as compared with a com- 
pany that writes all of its business 
through agents in the conventional 
way. 

For these reasons credit life insur- 
ance is something of a temptation to a 
new company because through stock- 
holders and friends it can establish 
sources of business. Banks, finance 
companies and small loan companies 
are not in the life insurance business 
in the usual sense. They want a con- 
nection that will provide their bor- 
rowers with life insurance, but they 
are often not as interested as they 
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should be in just what kind of a life 
insurance company it is that they are 
representing. A new company, in busi- 
ness for less than a year can come 
along with an offer of an extra 5% or 
10% commission and the lending in- 
stitution will switch to the higher com- 
mission company. 

But it doesn’t end there. Still anoth- 
er company will make a more liberal 
offer and again the lending institution 
will decide in favor of the higher com- 
mission. As a consequence, in many 
states there has been a_ scramble 
among the companies as regards com- 
mission payments until there are now 
many instances of companies paying 
definitely more in commission than 
the business is worth. 

e s . 

To many it seems strange that the 
insurance business, which is conduct- 
ed on actuarial principles, is never- 
theless infested with companies that 
will pay so much in commission as to 
preclude the possibility of a profit. 
The high commission paying compa- 
nies try to persuade themselves that 
they will somehow make money in 
spite of excessive commissions because 
the mortality is so favorable on credit 
business, sometimes as low as 10%. 

They know that most borrowers in- 
sured by credit companies are young 
people who are for the most part mak- 
ing a loan for the necessities of life 
such as a refrigerator, washer, dryer, 
dishwasher etc. The risk is of short 
duration, from 12 to 36 months and 
those of the younger ages produce a 
more favorable mortality experience 
than the borrowers of 50 or older. 

Some companies that have special- 
ized in credit life insurance over a long 
period of years and have made it their 
principal source of income are con- 
vinced that conditions in the credit 
writing field can be stabilized only by 
insurance commissioners placing a 
limitation amount of commission that 
is to be paid for credit business. 

This would be an unprecedented ac- 
tion but because of what is happening 
in so many parts of the country the 
more conservative credit companies 
that take the business seriously believe 
that until some such action is taken 
the present commission war will not 
only continue but tend to get worse, 
mostly because the newly formed com- 
panies invading the credit field have 
the mistaken idea that the writing of 
credit business is going to lead them 
to the pot of gold. 





Prudential Studying 
Sites for New Office 


Sites in Ohio, Kentucky and Penn- 
sylvania are being studied for a possi- 
ble new Prudential regional home of- 
fice, Charles W. Campbell, vice-pres- 
ident of the company’s Jacksonville 
(Fla.) regional home office, has in- 
dicated. 

Mr. Campbell said the establishment 
of a regional office is ‘on the drawing 
board” as part of the company’s pro- 
gram of de-centralization. He said he 
could not estimate when the new of- 
fice would open. He named Columbus, 
Cleveland, Cincinnati, Louisville and 
Pittsburgh as being under considera- 
tion. 

The office would serve part of the 
area now handled by the Jacksonville 
office, and it would initially employ 
1,000 people. 

Mr. Campbell was in Columbus for 
the opening of a district office and the 
new Buckeye agency there. 





California Life has been granted 
permission to operate in Alabama, 
Utah, Nevada and Arizona. 
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Ohio State Life Agents 
Win Football Trip 


Ohio State Life was host to more 
than 150 of its agents and their wives 
at a banquet in Columbus following 
the recent Ohio State-Indiana football 
game. This group was celebrating the 
largest two months’ production in the 
company’s history during the 1956 
president’s campaign in honor of Pres- 
ident Frederick E. Jones. More elabo- 
rate trips were awarded to three top 
producers. Jacob A. Shawan, Colum- 
pus, leading senior personal producer 
during the campaign, and his wife 
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Chester, 


were awarded an_ all-expense-paid 
seven day holiday to Havana, Cuba. 
Lewis Lemley, also of Columbus, lead- 
ing junior personal producer, and 
Michael Nassar, Pittsburgh, second 
highest senior personal producer, and 
their wives were awarded “weekends 
at the Waldorf.” 


Commercial Travelers of Salt Lake 
City has changed its name to Surety 
Life, effective March 1; increased its 
capitalization from $150,000 to $300,- 
000; boosted the par value of outstand- 
ing capital stock from $100 to $200 a 
share, and plans to occupy its $800,000 
new home office on June 1. 


Standard of Ore. Names 
Cole & Weber Agency 


Advertising and promotion for 
Standard of Oregon will be handled by 
the Portland office of Cole & Weber 
beginning the first of the year. 
Appointment of the new agency is in 
line with other recent changes which 
point to increased emphasis on sales. 
A substantial number of new super- 
visors and agents were appointed dur- 
ing the year to strengthen the field 
force. 

Plans for the 1957 program are stili 
in the discussion stage. 
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LAA Committees Plan 
Eastern Round Table 
March 28-29 at N. Y. 


Committees have been appointed to 
make plans for the eastern round table 
of Life Advertisers Assn. to be held 
March 28-29 in New York City. 

The committees were named by Wil- 
liam C. Heimburg, manager of sales 
service of New York Life and chair- 
man of the round table, who said they 
will draw up a unique program to at- 
tract a record gathering of eastern and 
Canadian LAA members. 

The committees seek larger quar- 
ters than heretofore to accommodate 
the program being planned. The deci- 
sion on a location for the meeting will 
be made soon. The eastern round table 
consists of 72 U. S. and Canadian com- 
panies represented by 187 individual 
LAA members. 

The committees are Charles R. Cor- 
coran, 2nd vice-president of Equitable 
Society, program and special events; 
William S. Weier, director of public 
information of Prudential, arrange- 
ments; John A. Buckley Jr., sales pro- 
motion director of Guardian Life, and 
Hugh C. Innes of the field service de- 
partment of Manufacturers Life, pro- 
motion; Carl V. Cefola and John B. 
Brion, director and assistant director 
of publicity, respectively, of Mutual 
of New York, and A. A. Morison, sales 
promotion manager of Dominion Life, 
publicity; Goldie Dietel, publicity as- 
sistant of Equitable Society, and 
W. Forbes LeClair, public relations 
manager of North American Life of 
Toronto, registration; H. Bogert Far- 
quhar, supervisor of production of 
Connecticut Gereral, printed program, 
and Walter M. Harrison Jr., assistant 
manager of the public information and 
advertising department of Travelers, 
treasurer. 





Estate Conserving Methods 


Told at Lansing Forum 


Methods of conserving estates with 
a minimum of taxation was described 
by Charles B. McCaffrey, Northwest- 
ern Mutual of Milwaukee, at a People’s 
Investment and Finance Forum in 
Lansing sponsored by the adult educa- 
tion division of the city’s public schools. 
He was the final speaker at the seven- 
part forum which attracted 400 per- 
sons. 

Mr. McCaffrey suggested leaving a 
spouse 50% of an estate in trust to 
eliminate heavy inheritance taxes and 
problems of management. He also rec- 
ommended that employers look into the 
advantage of a “split-dollar’ retire- 
ment plan, which, he said, could be 
financed by many firms from exess 
cash which corporations have some- 
times allowed to lie idle. A 10-year 
plan, he said, is a good idea for parents 
to use to provide their children with 
higher education. He said $15,000 
worth of income property or securities 
would produce the needed money with- 
out any burden of gift taxes and the 
original investment would be returned 
to the parents after the 10-year term. 





Ohio National Manager 
Addresses Grand Rapids GAs 


Harold C. Brogan, central division 
manager for Ohio National Life at Lan- 
sing, and secretary-treasurer of the 
Michigan Assn. of Life Underwriters, 
addressed the Grand Rapids Life Man- 
agers & General Agents Assn. recently 
on “Legislation Affecting the Life Bus- 
iness in Michigan.” 





The Madison (Wis.) office of Met- 
ropolitan Life has moved into a new 
building recently completed at 1709 
Monroe street. Emil H. Becker is man- 
ager of the agency, formerly located in 


the Gay building. 




















December 7, 1956 


LIFE INSURANCE EDITION 


15 























| Am the Greatest 





Life Insurance Salesman 


In the 








World 





I was never born. 

I will never die. 

I don’t have to be trained. 

I don’t have a wife to get along with. 

I never pull any fast ones. 

I don’t need a drawing account. 

I don’t need a commission. 

I don’t need a salary. 

I hate money. 

I am not lazy. 

I do exactly what you tell me to do. 

I speak the words you put in my mouth. 

I work only for live employers. 

I won’t work for a dead one. 

I am the machine that sells life insurance. 
You never heard of me in the horse and buggy days. 
But you are hearing from me now. 

I am not a stunt or trick. 

I am not a campaign. 


I am the fundamentally new way to sell life insurance from 
now on. 


I am the greatest sensation that ever came to life insurance. 
I cause fabulous increases in sales. 

40%. 

80%. 

200%. 

I am the talking picture. 

Sound slide-film. 


If somebody offered you a fantastic increase in your sales 
you’d take it, wouldn’t you? 


Well, I’m offering. 
Send your name on your letterhead and you'll get. 


This is a live, fast moving proposition. ACTION!!! 


0. J. McCLURE TALKING PICTURES 


1115 West Washington Boulevard 
CAnal 6-4914 Chicago 7, Ill. 
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EDITORIAL COMMENT 





‘Measure of a Man’ 


We like the new Institute of Life 
Insurance movie, Measure of a Man, 
because it has skillfully tackled the 
difficult theme of showing that a 
man’s responsibility to his family con- 
sists of something more than sur- 
rounding them with mater:..! posses- 
sions and budgeting most of iis in- 
come for the installment collectors 

The prevailing grasshopper attitude 
among the public seems to be that 
there’ll always be plenty of money 
and jobs, so why worry about the 
hazards of death, sickness, accident, 
or old age? This is a tough attitude to 
fight but needs to be combatted if life 
insurance is to have the appeal that 
it should have for the family man. 

We liked the bit about the jalopy 
the principal character was driving 
creating a favorable impression on his 
prospective employer rather than the 
reverse, because the reason for the 
old car was that the hero was taking 
care of more important obligations 
than keeping up with the Joneses in 
appearances or in the _traffic-light 
sweepstakes. We hope that the time 
will come when the institution of life 
insurance and the companies individ- 
ually will speak more plainly on this 
point. Only in this way will the un- 
derinsured breadwinner experience a 
feeling of insecurity rather than satis- 
faction when he contemplates his ’57 
automobile, his monster-screen tele- 
vision, or his needlessly costly house 
bought with money that should have 
gone to pay life insurance premiums. 

If people had the same appreciation 
of the other fellow’s life insurance be- 
fore his death that they do after he has 
died, there’d be little trouble getting 
prospects to buy a lot more than they 
do now. When a family head dies, one 
of the first questions in the minds of 
his friends or neighbors is, How much 
life insurance did he have? If the pos- 
session of a late model car or any 
other evidence of conspicuous con- 
sumption caused people to wonder how 
much life insurance the owner has, 
the climate for the sale of adequate 
life insurance would be much more 
favorable. Measure of a Man is the 
kind of film that should set es 
thinking in that direction. 

And if they start thinking along iain 
lines they’re going to feel pretty un- 
comfortable about putting needless 
spending for material things ahead of 
taking care of the kind of family ob- 
ligations that only life insurance will 
handle. 

It’s in the influence it has on sober- 


ing up the public’s attitude, on bring- 
ing some sense and some balance into 
the way that families spend their mon- 
ey that the great value of Measure of 
a Man lies. Not that the film lacks 
plugs for life insurance. They’re there. 
They’re subtle, it’s true, but they are 
all the more effective for that. Effec- 
tiveness doesn’t consist of belting peo- 
ple over the head with a half-hour 
commercial and leaving them feeling 
so resentful that their attitude to- 
ward life insurance is less receptive 
than before. 

The references to life insurance are 
almost incidental. They are used to 
show how the life insurance owned 
by the main character is there as 
backstop even though he didn’t always 
have to draw on it. There are prob- 
ably life insurance men who will think 
the sales plugs should have been 
stronger. We disagree. The non-life- 
insurance people who’ll be viewing 
this movie will be looking at it mainly 
as entertainment or at most as edu- 
cational. Maybe it would be a good 
thing for them to get a strong dose of 
life insurance selling. But they won’t 
take it. There’s a hard-to-see but very 
definite line in these matters. Step 
over it and the picture does more 
harm than good. 

We hope that Measure of a Man 
will be widely shown. It won’t make 
the grasshopper-minded family head 
into responsible citizen in one sitting 
but nothing can be expected to do 
that. But it can give a lot of people a 
much needed push in the right direc- 
tion. For some it may even be the de- 
ciding factor between seeing and 
stalling the next life insurance agent 
that calls. 


PERSONALS 


Alfred Rasmussen, training specialist 
of Mutual of New York, was among 
the panelists in the annual higher ed- 
ucation conference of New York un- 
iversity. He discussed retirement plan- 
ning and counseling services to busi- 
ness, industry and government. 











Powell B. McHaney, president of 
General American Life, donned a 
chef’s hat recently and served barbe- 
cues to St. Louis radio and television 
personalities. The informal luncheon 
was given in gratitude to radio and 
TV people who did spot announce- 
ments on the General American Life 
‘“‘Weatherball.” The weatherball flash- 


es color-coded weather forecast to a 
10 mile radius from atop General 
American’s 12-story building in St. 
Louis. 


Arnold Berg, agency vice-president 
of Indianapolis Life, and Richard Eng- 
lehart, Equitable Society, have been 
elected president and secretary, re- 
spectively, of the Indianapolis Alumni 
Assn. of Delta Tau Delta. 


J. M. Barkes, vice-president of Na- 
tional Reserve Life of Topeka, met his 
63 year old half-brother, Howard 
Barkes, for the first time recently. J. 
M. Barkes went to live with his uncle 
and aunt after his mother died when 
he was three months old. His father 
later remarried and of that union 
Howard and a twin, Homer, were 
born. The elder Mr. Barkes through 
the years did not see his brothers until 
in 1945, Homer, who lives in San Di- 
ego, paid Mr. Barkes a surprise visit. 
Howard’s recent visit also came as a 
surprise. 


Walter W. McGuire, San Francisco 
agency manager of Union Central Life, 
is heading a non-profit organization 
designed to assist top flight, high sal- 
aried executive and professional men 
who want to change their jobs or fields 
of endeavor. The organization, called 
Bay Area Manpower Clinic, meets 
twice a month in the head offices of 
Industrial Indemnity Co. in San Fran- 


DEATHS 


ROBERT H. DENNY, 59, vice-presi- 
dent and a director of State Mutual 
Life, died unex- 
pectedly of a heart 
attack. He entered 
life insurance in 
1919 with the for- 
mer L. A. Cerf 
Sr. agency of Mu- 
tual Benefit Life 
at New York be- 
coming head of 
the agency’s up- 
town branch when 
Mr. Cerf retired 
in 1928. Mr. Den- 
ny later joined the 
National Life of Vermont at New York, 
went to Cleveland as its associate gen- 
eral agent and returned to New York 
in 1936 as general agent of State Mu- 
tual, becoming director of agencies in 
1939, superintendent of agencies in 
1943, vice-president in 1946 and a di- 
rector in 1953. 


WILLIAM L. MOSGROVE, 81, re- 
tired general agent for Bankers Life of 
Nebraska, died following an automo- 
bile accident near Milford, Neb. He 
had been with Bankers of Nebraska 
for 56 years. 


EDWARD S. CHADWICK, 79, who 
has spent most of his life in insurance 
and investment business, died at his 














Robert H. Denny 


home in Beverly Hills, Cal. He was 
vice-president of old Idaho State Life 
of Boise until it was  reinsured 
by Occidental Life of California in 
1925. Following the merger, Mr. Chad- 
wick entered the investment business 
from which he retired several years 
ago. 


R. E. MORROW, 59, business man- 
ager and vice-president of Rough 
Notes, died of a heart attack. He had 
been ill for a year. He joined Rough 
Notes in 1919 after overseas service 
in world war I. He handled all east- 
coast company advertising accounts 
for many years and was well known 
there. 


NW. Nat'l, Has Record 
November Despite 
Fight for Independence 


Northwestern National Life, in the 
thick of a fight to maintain its inde- 
pendence as a Minnesota-based com- 
pany, just concluded its greatest No- 
vember sales record in the company’s 
71-year history. 

President John S. Pillsbury Jr. re- 
ported new business totaled $14,434,- 
960, exceeding November, 1955 by 
$758,138. Earlier, the company’s Octo- 
ber sales had also set a new high for 
that month. New business for 1956 con- 
tinues ahead of 1955, best previous 
year. 

Control of Northwestern National is 
being sought by Great Southern Life 
of Houston. The Texas company is of- 
fering to buy Northwestern’s capital 
stock for $103.50 a share, contingent 
upon acquisition by Dec. 21 of 75% of 
the 220,000 shares outstanding. 

A group of Minneapolis business 
men has made a counter proposal 
offering $103.50 a share for up to 15,- 
000 shares. This Minneapolis offer is 
open until Dec. 10. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Dec. 4 1956 
Previous Current 


Week's Bid Bid Asked 






































Aetna Life 174 172 175 
Beneficial Standard 1612 16% 16% 
Cal.-Western States . 80 15 Bid 
Colonial Life ................ 98 94 99 
Columbian National 70 72 15 
Commonwealth Life 20% 21% 22% 
Connecticut General.......... 241 250 253 
Continental Assurance .... 118 120 123 
Franklin Life 80% 81% 
Great Southern Life 80 80 84 
Gulf Life ........... 29% 31 31% 
Jefferson Standard 118 117 119 
Kansas City Life ... 1125 1100 1125 
Life & Casualty a a 21% 22 
Life Insurance Investors .. 13% 1356 14 
Lincoln National. .............0 11 210 213 
WHRBOOUEE cocecovcsaccssessersoncerevscessee 29 30 Bid 
National L. & A. ......... 84 85 8642 
North American, Il. 19 18% 19% 
N.W. National Life 92 102 104 
Ohio State Life 255 255 270 
Old Line Life .. 60 58 61 
Southland Life 90 89 93 


Southwestern and i 


Travelers  ...ccccsoe 6912 70 71 
United, Ill. 21% 20% 21% 
U. S. Life .......:.. 2512 27 

West Coast Life ...... 46 45%, 417 


Wisconsin National ......... 
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Tells Steps Used in Taking 
on LIAMA Development Plan 


By DON A. GORSLINE 

Details of the steps by which Equit- 
able Society took on the new LIAMA 
agent development program and inte- 
grated it into its own highly-developed 
training course were explained by 
Don A. Gorsline, assistant supervisor 
of Equitable’s unit manager training, 
during a panel discussion at the recent 
LIAMA annual meeting at Chicago. 
Here is an abridged version of Mr. 
Gorsline’s remarks: 

Shortly after the management de- 
velopment conference here last year 
we launched a new program of Equit- 
able managerial development confer- 
ences. These conferences are conduct- 
ed at the agency level for the manag- 
erial staff of one or two agencies 
having the same type of territory and 
agency philosophy. At each of these 
conferences, we treat only one seg- 
ment of the manager’s job. Thus the 
term “segment training.” 

Our first segment conferences deal 
entirely with the subject of training— 
training during the first 90 days our 
new salesman is under contract. This 
is training for which our unit manag- 
ers are primarily responsible. It be- 
comes the responsibility of our train- 
ing division not only to furnish the 
necessary knowledge for our salesmen, 
but also to furnish our managers with 
the techniques and methods of train- 
ing. 

Our purpose of the segment on 
training conferences is twofold: First, 
to assist each agency in establishing 
an agency induction plan for their new 
salesmen—definitized and in writing 
to assure that our new salesmen get 
into early production. It is our firm 
belief that the new salesman who does 
not get into substantial early produc- 
tion rarely gets into production at all. 

Second, to train our managerial 
force in the techniques of training— 
to train the trainer to train. 

Since the agencies differ in their 
over-all philosophy, each agency is 
permitted to assemble its own agency 
induction plan. Minimum content is 
determined by home office policy, but 
the sequence of materials is deter- 
mined within each agency operation 
depending upon the individual agency 
thinking and philosophy. 

The agency induction plan must in- 
clude the completion by correspond- 
ence of the license course and the 
basic ourses, Starting an Equitable 
Career and Career Sales Training. 

Our programing courses are con- 
ducted by home office instructors and 
are scheduled only after the comple- 
tion of the agency induction plan. 

Whether or not the knowledge is 
furnished through correspondence 
course study or through instructor- 
conducted courses, it becomes the 
prime responsibility of our unit man- 
agers to supply the training to convert 
this knowledge into successful field 
activity. 

In the light of our company pro- 
gram, we then asked ourselves, “How 
could we at the Equitable most effec- 
tively make use of this new training 
material?” 

To furnish it in mass to our entire 
managerial force would be entirely in- 
effective. It would be like handing the 
finest kit of mechanic’s tools in the 
world to a business man and telling 
him to go out and repair his own auto- 
mobile. All of the tools required might 
well be in the kit, but unless he knew 
how to use them individually and each 
for its purpose, they would be worth- 


ESS DD O1S Nangs 


Rather than introduce the agent de- 
velopment program through a com- 
pany-wide distribution, we decided 
to intreduce it at the agency level. 

We have had the binders imprinted 
with the Equitable seal and have 
changed the color combination: red for 
our agent’s workbook, blue for our 
trainer’s guide, to distinguish the ma- 
terial] for whom it is intended. Other 
than these external changes, however, 
we have not altered the content of the 
agent development program. 

After carefully reviewing the con- 
tent of the agent development program 
at each conference, we allow each 
agency to tie the agent development 
program into their own agency induc- 
tion plan in the order which seems 
most appropriate for their needs. 

In training our trainers to train and 
in the establishment of each agency 
induction plan. we have employed the 
techniaues of job instructional train- 
ing which were developed and proven 
so effective during World War II. We 
break each training task into its amall 
parts and set them down on job break~ 
down worksheets or we call them 
training outlines. By following these 
training outlines, our managers are 
certain that the principles of job in- 
structional training outlined in the 
Trainer’s Manual are followed. 

a * @ 

The principles which are a key part 
of the agent development program are 
the principles around which the pro- 
gram was built. 

The LIAMA agent development 
program provides our trainers with 31 
complete training outlines. a complete 
training outline on each of the import- 
ant parts of our new salesman’s job. 

Our correspondence courses must of 
necessity present fundamental materi- 
al in one fixed sequence. The agent 
development program, however, is de- 
signed on the basic premise that man- 
agers will wish to follow different 
sequences. Hence, it permits the com- 
pletion of training units in any order 
that best meets individual agency re- 
quirements. 

By having each major subject in a 
separate text, LIAMA has provided 
the trainer with concentrated study 
material on each subject as it is re- 
quired. In the main, it is third-party 
endorsement of that which the new 
salesman has already received through 
correspondence study. It serves as a 
vital link to recall knowledge on the 
specific subject to be applied to field 
training. 

Because our sales managers are ba- 
sically salesmen rather than trainers, 
they are most receptive to the Train- 
er’s Guide. In this Trainer’s Guide our 
trainers are furnished with a com- 
plete format to follow for their train- 
ing activity. 

After each study assignment is com- 
pleted, a complete training outline is 
furnished in the Trainer’s Guide for 
the trainer to follow to assure that the 
new salesman receives the correct field 
experiences needed to fix the subject 
matter until it becomes habit for him. 
Through the material to be mastered 
section of each unit a second coverage 
of each topic is accomplished. When 
this material is tied to practical field 
activity through the projects accom- 
panying each unit, a complete field 
training program is obtained. 

Thus, for the present, we are weav- 
ing the agent development program 
into our own company training pro- 
gram. One of our very early projects, 


—Related Company Materials—for the 
training units—specifically tying our 
company material with each unit. 

We considered the agent develop- 
ment program, however, such a com- 
plete addition for our field force, that 
we did not wish to defer its use until 
this material could be prepared. It 
will be the responsibility of our man- 
agerial force to knit our present ma- 
terial to this program through their 
agency induction plans until company 
material can be prepared. 

Thus, through the agent develop- 


ment program, the bridge between 
knowledge and training within our 
own training program is provided. The 
manager as a field trainer is provided 
with a program that can be knit into 
the individual agency program. 

It is too early as yet to give a def- 
inite answer as to the effectiveness of 
this over-all program. However, judg- 
ing from the reaction of our managers 
to date, there is no question but what 
a great conrtibution has been made 
to our entire field force, sales man- 
agers and salesmen alike. 
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potent sales aids get results 
for the man from Midland Mutual 


complete, organized, effective program—Midland 
Mutual’s hard-hitting promotion and advertising program is 
a valuable week-in, week-out production ally for the man 


In every sales area, Midland Mutual offers practical, 
proven assistance. A complete direct mail service operated 
by the Home Office helps obtain prospects, build markets. 
Attention-getting letters are implemented with a system of 


The stock of production aids also includes tested point- 
of-sale kits for both Life and Accident and Sickness, news- 
paper ad mats and a long list of good will and specialty 
advertising items. A continuing incentive and recognition 
program fosters above-average agent performance. And, the 
Home Office provides field representatives with special serv- 
ices in preparing advertisements, exhibits, radio commer- 
cials, recruiting material and many other “tailored” 


This kind of company support is an important key to suc- 
cessful agency-building at Midland Mutual. For details on 
the full program, write Charles E. Sherer, CLU, Vice Presi- 
dent and Director of Agencies. 


| MIDLAND MUTUAL 


; LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 


The areas where Midland Mutual desires to expand include agency building 
opportunities in: Arizona, Florida, lowa, Kansas, Minnesota, Missouri, Ne- 
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Agent Development Program of 
LIAMA Puts Stress on Training 


By SAM G. SHACKELFORD 


The agent development program of 
LIAMA was the subject of an ex- 
tensive panel discussion at the recent 
LIAMA annual meeting at Chicago. 
How the program was evolved, what 
it is and what it should accomplish in 
speeding up the development of agents 
was explained by Sam G. Shackel- 
ford, LIAMA senior consultant. Fol- 
lowing is an abridged version of his 
talks: 

The first major point of concern in 
preparing the agent development pro- 
gram was to make certain tnat it pro- 
vided effective materials to answer 
the needs of the trainer in adminis- 
tering the program. 

A second principle that helped to 
guide us in preparing the agent de- 
velopment program was the fact that 
an education course is not enough. 

Education is the process of absorb- 
ing usable knowledge. Training is the 
development of skill in the use of 
knowledge toward the objective of 


making sales. Much which is called 
training is often only educational ac- 
tivity overstressed. Many men have 
been educated under the illusion that 
they were being trained. 

In order to avoid any misconception 
as to the purpose or any wrong con- 
notation, we have chosen the name 
agent development program, because 
it is not just a study course but far 
more than that as you will discover 
when you examine it. 


Education or knowledge is vital, but 
it is only one facet of a training or de- 
velopment program. The _ necessary 
skills must be developed and good 
work habits must be formed on top of 
an adequate foundation of knowledge. 

Another very significant reason why 
just a “study course” is not enough is 
that: 

Many training problems are created 
when the interpretation and applica- 
tion of the material studied are left 
to the individual agent. 


Many capable men have failed who 
just could not bridge the gap between 
concept and execution. 

It has been claimed that the in- 
ability of the agent to convert the 
knowledge he receives from the edu- 
cational course to a _ skillful uemon- 
stration of how life insurance can 
solve his prospects’ problems is one of 
the great causes of agent failure. 

Therefore, one of the most essential 
parts of any training program should 
be what the agent does—not what he 
reads. 

Thus, the need for increased em- 
phasis on field application both in the 
contents of the course and in the pro- 
cedure for administering the program. 
For example, the agent should be as- 
signed realistic and meaningful field 
projects directly related to his train- 
ing material. 

In addition to considering the needs 
of the trainer and eliminating the 
“study course concept,” a third prin- 
ciple that helped guide us in prepar- 
ing the agent development program 
was the belief that the study and de- 
velopment period should be spread out 
over a longer period of time. 

There are many dangers involved in 
an overdose of study in the first few 








Opportunity Unlimited 


What kind of work appeals to young men? 
earnings, permanence, freedom, worthwhile | service, 
future, specialization? What work, other than life in- 
surance, offers such opportunities for a qualified young 
For example, last March a young man joined 
the Provident as a life insurance representative in a 
community of 3,600. After attending the home office 
Basic School, he produced $385,000 of new business 
during the following seven months. This is only one 
of the many examples of the unlimited opportunities 


in life insurance selling for a man who combines 


man? 


proper training with personal ambition and intelligence. 
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weeks, followed by a vacuum of train- 
ing in the iater months of the agent’s 
first year. This often results in the 
agent being denied valuable selling 
time initially. He is further denied the 
stimulus of training later on. 

If the agent survives the first year, 
he will sometimes be graduated from 
initial training to LUTC or CLU, or a 
similar course with very little, if any, 
organized instruction in between. If 
production is stimulated when an 
agent participates in continuous train- 
ing, then the absence of continuous 
training may well be one of the basic 
reasons for the third- or fourth-quar- 
ter production slump that too many 
new men experience. 

But, perhaps a more consequential 
reason for spreading out the initial de- 
velopment period is the belief that a 
minimum number of subjects well 
taught and the skills in connection 
therewith well learned, is far better 
than a smattering of information over 
the whole gamut of life insurance 
principles, sales and underwriting 
practices. No one in the field of man- 
agement wants to produce an agent 
who is the jack of all trades and mas- 
ter of none. 


It is far better to proceed with the 
obvious and simple processes until 
they are mastered and then move on 
to the more complex than to introduce 
the agent into areas of education or 
training for which he has no need in 
his immediate future. 

In general, agents should not be 
trained much in advance of problems 
which will arise in the immediate fu- 
ture. But, it must be recognized that 
markets follow knowledge and skill. 
The agent will find and work the bet- 
ter market only when he is prepared 
to handle it; only when he has the 
confidence that comes from knowl- 
edge and skill. 

The element of concurrency in edu- 
cation and training is a far too fre- 
quently neglected concept. An agent 
needs to receive small, digestible por- 
tions of knowledge in the _ several 
areas of his development as well as 
digestible portions of training in the 
use of those knowledge elements on a 
concurrent basis. 

This can only be done if the devel- 
opment program is spread out over a 


' longer period of time. If this is not 


done, the time spent in education will 
be wasted because the knowledge will 
soon be forgotten and likewise the 
time spent in training will be wasted 
if the knowledge to back it up is not 
present. 

e e e 

The principle of related education 
and training is one requiring con- 
stant attention if we are to bring 
new agents along at maximum levels 
of production and in order that we 
may also achieve earliest possible ma- 
turity in the business. 

In administering the training units 
in the agent development program, 
the objective is to give the agent a 
reasonable degree of mastery in each 
training area before he undertakes a 
new assignment. Mastery includes the 
knowledge, ability and willingness to 
use the newly acquired information. 
This takes time. Thus, 12 months 
might well be considered as. “par for 
the course” in completing the 16 train- 
ing units in the program. 

Another fundamental principle that 
has been of concern to us in the 
preparation of the agent development 
program is the fact that individuals 
have varying degrees of _ recep- 
tivity and they should be treated 
accordingly. 

You cannot assume that all agents 
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need the same training at the same 
time. Different men have different ca- 
pacities for learning—varying needs 
for training, depending on their abil- 
ities, their markets and many other 
factors. 

Individuals may approach a com- 
posite market initially, a specialized 
market initially, or a very elementary 
market. The type of training required 
to assist each individua! to accom- 
plish his field work, therefore, will 
vary. 

As one manager recently stated: 
“Placing a man in an inflexible train- 
ing program is like compelling him to 
wear a _ standard-size suit. It just 
won’t fit. It is often necessary to tailor 
the suit to fit the man.” 

But, it is easier and more effective 
to give the individualized attention 
within the framework of a standard- 
jzed training process than in a train- 
ing procedure on a “catch-as-catch- 
can’’ basis. 

In connection with the need for 
flexibility in a training program, it 
seems obvious that we can expect our 
agents to assimilate and use only a 
limited amount of the ideas they are 
exposed to initially. Therefore, there 
should be some way to go back over 
these ideas so that they can become a 
part of his procedure. 

@ _ e 

The program should not only be 
flexible, but should be designed so 
that segments of the program can be 
used intelligently in retraining an 
agent on fundamentals. 

We provided for this need in the 
agent development program, as well 
as considering the varying training 
needs of different agents, agencies and 
companies. Training units can be used 
in the order that fits your needs and 
objectives. 

And finally, two other objectives 
that guided us in the preparation of 
the agent development program. 

First, to deal with the needed in- 
tegration of all the training materials. 
The tools used in training the new 
man usually include study courses, 
sales materials, visual aids, work or- 
ganization and planning tools. If each 
of these items is treated as an entity 
in itself rather than integrated into an 
over-all program, some worth-while 
material is often slighted or over- 
looked completely. The result: an un- 
organized training procedure. 

And the last objective or principle 
I would like to mention here is that 
of teaching agents to think for them- 
selves. Often the process of complet- 
ing questions on study materials in- 
volves merely copying certain points 
from the pages of the text. 

Interpreting, analyzing and making 
realistic plans for the use of material 
are not required, because the train- 
ing projects and questionnaires were 
not designed with the problems and 
objectives of adult training in mind. 
In many cases the objective has been 


‘Merely to design something that in- 


sures that the material has been read. 

Rather, the training process should 
be concentrated on teaching the agent 
how to think for himself—how to con- 
vert the raw materials of prospect- 
ing situations and life insurance into 
an effective sales interview. 

The complete program consists of 
three sections: (1) 16 agent textbooks; 
(2) Agent Development Workbook for 
use with these texts; (3) the Trainer’s 
Guide. 

The text material for the agent con- 
Sists of selected LIAMA publications 
in the four areas of the agent’s job: 
Developing life insurance knowledge 
and. concepts; developing prospecting 





and marketing skills; developing skill 
(CONTINUED ON PAGE 22) 





N.- 




















FEEL CRAMPED? 


WANT OUT? NEED ROOM TO GROW? 
HERE’S GROUND FLOOR OPPORTUNITY 


‘ If you are interested in action... new production 
heights . . . greater income — you'll find the 
answer in Central Standard Life's ‘‘from now on”’ 
expansion program. 


General Agency opportunities in very favorable 
territories ... new agency contracts with life-time 
vested renewals . . . tested selling aids. It will 
“pay to... 


Write, phone or wire C. L. Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 
Fnded (05> INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6 
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= ® In selecting and train- os 
a ing the new agent, we 
Ss -_ believe that the Com- 
ma ies ae pany’s responsibility 
<sitt es must go much further 
THE COMPANY shall, after ee Peat sone 
a reasonable period of 52 i cag 
training, review the agent’s git acme 
progress and advise him eo: ct rene 
a of success, In this series 
forthrightly and honestly of messages, we pre- 
sent a few of what we 
whether his record warrants eee nytt. 
escapa e obligations 
further expenditure of a ee 
his time and ours. 
Three months is an incident in a man’s business experience. Three years can 
be a catastrophe. 


If, after a reasonable period of training, it appears that the new agent’s 
future success is doubtful due to causes which cannot be corrected through 
training, supervision, and counsel . . . he is advised frankly and sympathet- 
ically, “Up to now this has been an incident. Let’s not make it a catastrophe.” 
This friendly advice comes from the heart . . . for it’s his future that is 
important .. . and life insurance is not always the ideal career for a man, 
regardless of his capabilities. 


California-Western States Life 
Insurance Company 


HOME OFFICE: SACRAMENTO 






























Report Good Results 
with Pre-Authorized 
Checks for Premiums 


Generally favorable results with the 
pre-authorized check plan of paying 
life insurance premiums was reported 
during the informal discussion at the 
recent Society of Actuaries annual 
meeting at White Sulphur Springs, W. 
Va. ve 

J. F. Ryan, New York Life, said 
his company’s pre-authorized check 
plan, introduced four months ago in 
three states and since extended to 12 
more states, has brought a good qual- 
ity of business. The plan is scheduled 
for introduction in the rest of the 
states by the end of the year. The co- 
operation of the banks is essential to 
success and forms and procedures en- 
able the banks to handle checks at the 
same or low errates, he said. The bank 
is indemnified against certain losses. 
Almost 95% of the banks approached 
have accepted the plan without spe- 
cial handling charges and without 
New York Life bank deposits. Less 
than 142% of checks deposited remain 
unpaid. Anticipated savings in collec- 
tion costs justify use of one-sixth of 
the semi-annual rate. 

R. M. Sellers, Commonwealth, de- 
scribed a similar plan in use since 
1952 which accounts for more than 
half of all ordinary sales. A vigorous 
program for upgrading business is re- 
quired. Change to another method is 
required where a second check is re- 
turned within 12 months. First-year 
lapse rates by volume were given. Ex- 
perience was slightly higher than for 
annual but better than for other modes. 
Ordinary sales have increased by 69% 
but many other factors have contribu- 
ted. This program has been particu- 
larly effective in indoctrinating new 
agents. 

W. E. Lewis, Lincoln National, and 
J. A. Livingston, Liberty National, 
warned against using the system for 
other items such as mortgage loans 
until it has been fully developed for 
monthly life insurance premiums. 

J. J. Marcus, Prudential, stated that 
his company was unable to gauge the 
success of the plan since it was 
adopted only six months ago. The av- 
erage premium for business on this 
plan exceeded the average premium 
for other monthly business. 

H. G. Eimers, Washington National, 
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Ask any Modern Woodmen Agent... 
new man or veteran... he'll tell you 
of a continuous training program which 
makes for a profitable career. 


He'll tell you about Modern Woodmen's 
basic training in the office . . . how this 
is immediately followed by on-the-job 
training with actual sales interviews with 
a successful, experienced sales manager. 


He'll tell you about Home Office ad- 
vanced training, which thoroughly schools 
the Modern Woodmen Agent in the 
principles, uses and applications of life 
insurance. 


He'll tell you that this training . .. on 
the job and in the office .. . is directed 


Beginner? . . . or Twenty-Year Man? 


YOUR TRAINING IS CONTINUOUS 


when you’re a Modern Woodmen Agent 


by capable personnel who have mastered 
every phase of life insurance selling 
. «men who keep abreast of the latest 
developments in the industry. 


Increased earnings and the opportunity 
to "get ahead" are built into the future 
of the Modern Woodmen Agent. If you 
want a career with a future... one that 
gives opportunity to use your talents 
to the fullest . . . there's a place for 
you at Modern Woodmen. 


MODERN 
WOODMEN 


OF AMERICA 


Life Insurance Since 1883 
Home Office Rock Island, Ill. 








stated that approximately 5% of its 
checks had been returned and _ that 
half of those had been honored when 
re-deposited but emphasized that the 
company’s experience had been brief, 


FRATERNALS 


W. O. W. President Sees 
More Money Available 


The shortage of money will be eased 
in the next year or two to a point 
nearly equal with demand, Howard M, 
Lundgren, president Woodman of the 
World, Omaha, told the Omaha Real 
Estate Board. 

Factors that should bring about this 
change, Mr. Lundgren said, are the 
rapid growth of life company funds as 
well as experience which has shown 
that life company surpluses double 
every 10 years in periods of normal 
business activity, and the fantastic 
growth of pension funds which wil} 
supply a tremendous amount of in- 
vestable money within the next five 
years. 

“In his first statement following re- 
election, President Eisenhower re- 
ferred to the ideals of his party as 
representing ‘modern Republicanism’ 
It seems to me that there was an in- 
ference in his statement that the con- 
servative element of the party will 
have less to say about its affairs dur- 
ing the next four years. The result of 
this might well be that the govern- 
ment may be found participating ina 
wider range of activities which would 
involve the use of federal funds,” he 
predicted. 

If this is the case, Mr. Lundgren 
said there will be pressure to keep the 
money rates easy in order to do neces- 
sary financing readily. He cited agita- 
tion among Congressmen and _ views 
expressed by persons formerly with 
the Federal Reserve system who felt 
that the present hard money policy is 
injurious to certain segments of busi- 
ness activity, notably among smaller 
business enterprises, and that there is 
a need for coordination of regulation 
between the Federal Reserve and other 
government bureaus. “These §state- 
ments also indicate, it seems to me, a 
possibility of easier money, at least 
in some areas of our economy,” he 
said. 














LOMA certificates have been pre- 
sented to four home office employes of 
Maccabees. They are Alexander Ritch- 
ie, Miss Lenore Houghton, Joseph 
Shedlock and Stuart Micklethwaite. 








Aetna Agent at Toledo Writes 


App-a-Week for Nearly 20 Years 


William G. Adams of Hill & Assaci- 
ates agency of Aetna Life at Toledo 
has written at least one application a 
week for 1,000 weeks, which is a 
steady production record for 19% 
years. He is the only Aetna agent to 
attain this achievement. Mr. Adams, 
who has been with the Hill agency 
since 1935, was presented with a tro- 
phy clock to signalize his achievement. 





Mass. Mutual Management School 


Massachusetts Mutual held a 1-week 
agency management school at the 
home office for 34 members of its field 
force. Speakers included President Le- 
land J. Kalmbach, Vice-presidents 
Charles H. Schaaff and Michael Mar- 
chese. The course, supervised by 
James R. Martin, director of agencies, 





covered recruiting, selection, training, 
supervision and public relations 
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New Mortality Table 
Discussed at Society 
of Actuaries Meeting 


The proposed new mortality table, 
tentatively labeled X-17, was discussed 
in some detail at 
the annual meet- 
ing of Society of 
Actuaries at White 
Sulphur 
W. Va. 

Alfred N. Guer- 
tin, actuary of 
American Life 
Convention and 
chairman of the 
special committee 
of the society ap- 
pointed to work 

Alfred N. Guertin up a new table, 
outlined the reasons for the appoint- 
ment of the committee and the work 
done by the committee to date. 

Henry F. Rood, Lincoln National, 
vice-chairman of the committee, ex- 
plained the reasoning behind the de- 
velopment of the new basic mortality 
table. He also gave the thinking that 
went into deciding on tke margins 
necessary in the several valuation 
mortality tables that were derived 
from it. 

James T. Phillips, New York Life, 
described the technical operations per- 
formed and the details of the compu- 
tations of the latest two tables X-14 
and X-17. He explained that the com- 
mittee had finally replaced the origi- 
nal table X-14 by table X-17 in order 
to give larger margins at the import- 
ant middle ages. 

James E. Hoskins, Travelers, gave 
the characteristics of the new X-17 
table. He said that it followed the pat- 
tern of the basic table with margins 
for conservatism for valuation pur- 
poses. 





W. H. Bittel, New Jersey depart- 
ment, a member of the society com- 
mittee as well as chairman of the 
National Assn. of Insurance Commis- 
sioners committee, said that the X-17 
table is a good valuation table. He dis- 
cussed the principles that should be 
followed in determining the margins 
in a table to be used for premiums and 
non-forfeiture vaiues. 

Norman M. Hughes, National Life & 
Accident, advocated adherence to the 
principle in the standard legislation 
that separate mortality bases be per- 
mitted for premiums, reserves and 
non-forfeiture values. 

Allen L. Mayerson of the Michigan 
University staff compared the X-17 
table to the latest mortality reports 
of the society. He feels the younger 
ages may have been loaded too much, 
compared to population mortality. 

E. Forrest Estes, Bankers Life of Ne- 
braska, believes there is a need for a 
new mortality standard but pointed 
out the large expense to small compa- 
nies of changing rate manuals, policy 
forms, etc. He said that the new table 
should be used only as a legal yard- 
stick for measuring adequacy of re- 
serves and should not necessitate a 
change in premiums or non-forfeiture 
values. Mr. Hoskins, in replying for 
the committee, said they did not feel 
it was the committee’s duty to propose 
changes in legislation but to merely 
develop a table for consideration of the 
insurance commissioners. 

There was also discussed the rela- 
tionship of the reserves according to 
the X-17 table with the CSO table as 
compared with the relationship be- 
tween table Z and the American Ex- 
perience reserves. 

George H. Davis, Life Insurance 


Springs, ~ 


Assn. of America, stated that possi- 


ble further improvement in mortality 
might result in the new table’s solving 
the deficiency reserve problem only 
temporarily. He said the question of 
deficiency reserve statutes should be 
also considered on a basis that would 
solve the problem permanently. 





Society of Actuaries 
Must Control Conduct 
of Members: Anderson 


It is imperative that Society of Ac- 
tuaries move into a position where it 
has the power to 
control the pro- 
fessional conduct 
of its own mem- 
bership and ade- 
quate machinery 
to exercise its 
control whenever 
necessary, accord- 
ing to William M. 
Anderson, who 
expressed this 
conviction in his 
presidential ad- 
dress at the soci- 
ety’s recent meeting at White Sulphur 
Springs, W. Va. 

Mr. Anderson, who is president of 
North American Life of Toronto, said 
that such a course seems to be the 
only way of avoiding a system of 
jurisdictional licensing and _ control, 
which would be a highly undesirable 
development. 

Mr. Anderson pointed out that in 
other professions, such as medicine, 
law, or acounting. the typical mem- 
ber works only in one _ jurisdiction, 
whereas many actuaries, perhaps 
partly because there are relatively 
few of them, engage in activities in 
a number of states and provinces, as 
well as internationally in the U. S. 
and Canada. 

“In these circumstances,” he said, 
“one must conclude that any state and 
provincial system of licensing and 
regulation of actuaries would impose 
an intolerable and costly burden upon 
our profession. However, within the 
past year it has become apparent that 
there is considerable prospect of wide- 
spread legislation in the field of wel- 
fare fund regulation and other mat- 
ters which will require the use of the 
services of actuaries for adequate im- 
plementation. 


“Under these circumstances, meth- 
ods of defining qualified actuaries will 
be imperative. By analogy with the 
other professions, the obvious method 
would be to use licensing and control 
(or self-control by the licensed pro- 
fession itself, under statutory author- 
ity). From our point of view, this 
would be a most unsatisfactory de- 
velopment. In the alternative our 
course of action must be such as to 
establish the point of view that direct 
recognition of fellowship (or in some 
cases associateship) in the Society of 
Actuaries may be relied upon in de- 
terminning who is a qualified actuary 
for purposes required by legislation. 

“However, it is not sufficient for us 
to so establish our qualifications. We 
must also place ourselves in the posi- 
tion of being able to control the ac- 
tions of our members in the same 
manner that control exists in the case 
of other professions subject to the li- 
censing laws.” 

Mr. Anderson said that if the soci- 
ety has power over the professional 
conduct of its members, it would ap- 
pear to be highly desirable that the 

(CONTINUED ON PAGE 24) 
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wand this to honor the Atlantic Life field force: 


This new Atlantic Life Home Office will soon 
rise in the heart of Richmond ...an enduring 
tribute to our field representatives. For to them 
belongs the major credit for our fine, ten-year 
record of growth. 


Back in 1946, with $175,000,000 insurance in 
force, half of our present ten-story building was 
space enough to meet our needs. Today, with the 
total over the $380,000,000 mark, we have reached 
the limit of the building’s capacity. That is why we 
are getting ready to lay the cornerstone for 
Atlantic’s spacious new Home Office Building. 


It will give needed growing room for all our 
divisions — Ordinary, Weekly Premium, Accident 
and Sickness. From it will come new services— 
as modern as this new building—to keep our 
representatives abreast of the changing needs of 
the insuring public. 


Atlantic Life 


INSURANCE COMPANY 
RICHMOND, VIRGINIA 











ACROSS THE NATION 





The experience and resources of the Sun Life of Canada are 
readily available in communities throughout North America 
to those seeking individual or family security through the sure 
way of life insurance. 


Branch offices in 41 states, the District of Columbia and 
Hawaii, and from coast to coast in Canada. 


Insurance in force—$61% billion. 


SUN LIFE ASSURANCE COMPANY 
OF CANADA HEAD OFFICE 


WORLD WIDE 
MONTREAL 


SERVIUCE 
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Reinsurance of A & S 
for 1957? ey 
Just to remind you— 
We've specialized in 
that field, for more 
than forty years, and 
know its ins and outs. 
We do have a service 
for you! 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 





21 West 10th St. | 


£OS ANGELES 
1139 W. 6th 


SAN FRANCISCO 
100 Bush St. 


CHICAGO 
175 W. Jackson 


NEW YORK 
107 William St. 
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LIBERTY 
LIFE 


Vay 
Commercial and industrial 
expansion is at an unprece- 
dented high in the Southeast 
—and Liberty Life is con- 
tributing to the regioa’s 
economic progress with mil- 
lions of dollars in capital 
investments. Our faith in this 
growing area is matched by 
the confidence of families 
and businesses in our Com- 
pany: today, more than 
900,000 policyowners look 
to Liberty Life for insurance 
protection of every kind. 












LIBERTY LIFE 


INSURANCE COMPANY 


Greenville, South Carolina 


FINANCIAL FREEDOM FOR THE FAMILY 
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Agent Development Program of LIAMA 


(CONTINUED FROM PAGE 19) 





in self-management; developing sell- 
ing skills. 

Nine textbooks are provided in this 
last area, including a new publication 
on social security, and a newly pre- 
pared special outline of the salient 
features of government life insurance 
and veterans’ benefits. 

Agent Development Workbooks: In 
this course major importance is placed 
on the Agent Development Workbook, 
rather than the texts. This workbook 
is a large loose-leaf binder contain- 
ing materials designed to develop the 
“follow-through” by assisting and 
guiding the agent in making prac- 
tical day-by-day application of the 
principles and procedures set forth in 
the text—emphasizing the develop- 
ment of skills and habits. 


Contents of the workbook include 
training units for each of the 16 pub- 
lications. Each training unit provides 
objectives of the unit, to clearly state 
what the agent is shooting for in this 
training unit; questions related to the 
material to be mastered, to assist the 
agent in crystallizing definite conclu- 
sions of his own about specific func- 
tions of his job, and to assist him in 
“pinpointing” the important informa- 
tion and concepts in the text; space 
for noting related company material 
to study with the unit, so that com- 
pany sales talks, prospecting talks, 
visual aids, direct mail, proposal forms 
can be integrated into each training 
unit if desired; a number of action 
projects, to help the agent go beyond 
the limitations of the text, and to aid 
him in getting started using his 
knowledge. It is here that he receives 
the “payoff” in developing his own 
plans and skills through action. 


In addition to the 16 training units 
a number of very important items are 


included in the agent’s workbook. 
They are: 
An _ activity schedule, a _ yearly 


plan sheet for organizing all training 
activities, both office and _ field 
training. 

Mastering Your Ratebook, a work- 
book consisting of 15 ratebook exer- 
cises and a complete glossary of life 
insurance terms. These exercises de- 
velop product knowledge and are used 
throughout the year’s program. This 
new publication helps the agent ac- 
quire working knowledge of company 
rules, regulations, policy plans, and 
procedures. 

Weekly Sales Planner, LIAMA’s 
new tool designed for weekly plan- 
ning and recording of sales activity 
(13 copies). 

My Monthly Prospecting Plans 
and Results—newly developed pros- 
pecting work sheet used in building a 
prospective system. This device sim- 
plifies the daily task of planning calls, 
thus saving the agent time. It is an 
excellent supervision tool because 
both the trainer and the salesman can 
tell at a glance if enough new names 
are being secured (six copies). 

Looking Ahead planbook—a tool 
for organizing and recording activi- 
ties and results for the year. 

Persistency Rater—This tool for 
measuring persistency at the time of 
sale is included to give the agent the 
quality concept early in his career. 

These, then, are most of the items 
included in the Agent Development 
Workbook. 

The last item in the agent develop- 
ment program and one of the most 
important is the Trainer’s Guide. 


These materials provide a complete 
guide for the trainer in what to cover, 
how and when to cover it and how to 
follow through. This large loose-leaf 
binder contains a copy of each train- 
ing unit used by the agent; trainer’s 
memorandum on each training unit, 
including a listing of trainer’s objec- 
tives, discussion questions for train- 
ing session, supervision check list for 
joint work and office coaching job, for 
evaluating the agent’s ability to use 
the information in this ‘training unit, 

Two textbooks are included for the 
trainer to study and use as a reference 
in administering the program, the 
Trainer’s Manual, the basic LIAMA 
text on training principles and pro- 
cedure, and Supervision for Success, 
one of our newest publications, which 
explains a specific supervision pro- 
gram that is generally applicable, and 
describes the use of supervision tools 
included in the agent development 
program. 

e a e 

In addition to the Trainer’s Manual 
and trainer’s texts, there are a number 
of supervision and training tools in- 
cluded in the Trainer’s Guide and ex- 
plained in the text Supervision for 
Success. These items represent a 
number of newly developed devices 
and procedures. For example: 

The Traindex, an index to the 
agent’s effectiveness of performance 
in each of the main areas of his job. 
It simplifies the planning of future 
training activity. (Two copies, used 
once a quarter or two times a year.) 

Sales Method Index—Continuous 
Record, an instrument for analyzing 
prospecting and _ selling weaknesses 
and strengths of an agent. It uses 
simplified recording procedures, and 
provides information for intensive and 
continuous supervision. 

Interview Evaluation Form, a 
newly developed and very brief form 
for the trainer to evaluate ‘an agent’s 
performance in the sales interview 
and joint calls, in the clinie or train- 
ing session. (Six copies.) : 

From the description of what is in- 
cluded in the agent development pro- 
gram, I believe it is apparent why 
several years were required to com- 
plete the finished product. I am sure 
you will agree that it does not repre- 
sent a duplication of existing training 
courses. But, it does not provide for 
robot trainers. It will possibly meet 
resistance from managers who want 
to shoot from the hip, or from the 
manager who has no desire to get on 
top of his job. 

Because it requires some study, it 
requires some doing on the trainer’s 
part. But we don’t think of these as 
negatives, but rather positive values. 
There is not a “quickie” or easy way 
to develop men. However, we realize 
there are procedures and _ principles 
that make the results more certain. 


A number of questions probably oc- 
cur to you at this point. In general, 
you are probably wondering what to 
do about the agent development pro- 
gram. You may be thinking, “We al- 
ready have a training course. We de- 
veloped it, and it has been in use for 
several years.” 

We certainly recognize that com- 
individual—they _have 


panies are 

their own characteristic needs and 
objectives. 

However, the agent development 


program can be adopted with consid- 
erable ease. The whole program is ex- 
tremely flexible. It does not require 
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that steps be taken in 1-2-3-4 order. sa: s is . P 
it aan le es tee year Additional 1957 Dividend Action Announced by Companies 
company. 
Obviously, the agent development Funds Left with Company Funds Left with Company 
omplete} program is not a foolproof system of Current Old with With Accum Current old withe With. A 
O cover, training and supervision. The key will Name of Company Policies Policies drawable drawable Div'ds.| Name of Company Policies Policies drawable drawable Dives. 
= to always be how the trainer uses the A % % -% % % 
ose-leaf program. But we have tried to make Approx. Approx. Massachusetts Mut. 5 56 S 56 3.25 2 2 
l train- his job more specific by providing him American Mut., Ia. ....... 15% Incr. 15% Incr. 3 3 3.25 a wee oe Rae © uma) — ie 
ramnets with an organized “track to run on” bs iatdie: « ecaaaiea ~“ eo tae ais 3 3 3 Occidental." Gale sededi aaa " Same as '56 saan fate of 
ig unit, in developing atents. Approx. Approx. Southwest Reserve ........ (r) sou ats 3 2.5 2.5 
objec- What you do about the agent de- Country Life ............. 20% Incr. 20% Incr. 3 25 3 Union Central ............ Same as ’56 Ss 56 3 3 3 
__train- velopment program is up to you. We — —— gat Sete Same as ’56 Same as ’56 ‘en : ; West Coast Life .......... ” Sameas’56 2.5 2 3 
list for realize that a lot of things de‘eloped Gov't Personnel .......... ” ” 2.5 2.5 3 ® Soe Gab mtiiciie to me a 
job, for by LIAMA may not mee? ose of your ; Approx. (p) Except for slight increase on 3.5% policies. 
to use special needs of the moment. We rec- Home Life, N. Y. ........ Pa. ag nal 3 3 3 (q) be — Loy = accidental death benefit and life income op- 
g unit. ognize that sometimes hings get put John Hancock ccecesccovce 3.2% Incr. 8.1% Incr. 3.125 3.125 3.125 prefesiion Giants on Gace teak TE Oe ee ee 
for the on the shelf—that they dor. apply. Manufacturers Life ........ Increased Increased 3 3 3 (r) To March 12, 1957. 
ference But education and training .n the life E H f life j itt id 7 
n, the insurance business ever c , life insurance committee, said people 
JIAMA abianee, our a cet ra eae em Naish isa on have been trying to improve their liv- 4 ianeneas Satwal Beyegves 
d pro- sales, our agents and ‘} eir supervising Complete Rewr iting canines chd acinus peace prey First Step Toward Merger 
‘uccess, field management are _ constantly f{N. Y.’sS 213 mit. P Stockholders of Columbus Mutual 
which changing. o -7.S nec. The turnover of demand deposits is Pel i Stee goa ig al 
1 pro- In the light of vais, a final training Hope that there will be a complete at a record high of 22 times a year, copentiia ia the fed se > 
le, and principle anc perhaps one of the most rewriting of section 213, New York’s while requests for capital and credit ward eventual merger of the company 
n tools importan{, is taat management in its expense limitation statute, so that the are running at 30% of growth. While with Ohio State Life. Although con- 
pment responsibi’iiy for education and train- law will accomplish its objectives with increased savings have been discour- solidation of the two companies may 
ing is ner static, but always dy- a minimum of unnecessary controls aged by low interest rates, higher taxes require three to four years, it was 
namic in manner, approach, and was expressed by Daniel J. Lyons, ad- _ inflation, he said, programs to uti- hoped the amended articles of incor- 
anual treatment. ministrative vice-president of Guardi- — have grown by leaps and poration may be ready for a vote of 
umber We suggest that you at least an Life, at the annual meeting of So- ; stockholders in the spring of 1957. 
Is in- examine the agent development pro- ciety of Actuaries at White Sulphur 
id’ ex- gram carefully to see if it isn’t the an- Springs, W. Va. 
yn for swer to some of your training needs. In a discussion of a paper presented 
ant a by Allen L. Mayerson of University 
levices of Virginia, formerly with the New 
York department, Mr. Lyons listed 
o the some of the complexities of section 213 
mance as it now reads. 
is job. e e e 
future George Davis, associate actuary of 
used Life Insurance Assn. of America, said 
year.) many of the complications of the sta- 
nwous tute have resulted from amendments 
lyzing designed to give the statute greater 
nesses flexibility to meet the needs of the life NOW = DOUBLE 
uses insurance business. He said that while 
, and the 1953 and 1954 amendments to the 
e and statute were timely and needed, it is INCOME DISABILITY 
too soon to know if they fully meet 
oa the requirements. He gave figures ; leds . wing 
form higan showing that the proportion of total People looking for life insurance combined in just 
gent's Mic b business written by companies author- the right proportions with guaranteed renewable 
an Ilinots pres tia York Payer decreased sub- disability income insurance will find it today in 
rain- stantially in recent years. : ; sobs: 
C. F. B. Richardson, associate ac- Occidental’s broadened Income Disability clause 
is in- tuary of Mutual of New York, stated for life plans. 
pro- that the requirement that a company . 
why operating in New York must observe Now they can buy as much as $20 per month total 
com- New York expense limitations in con- disability income per $1,000 in amounts as high as 
sure nection with business in foreign coun- $500 per month. Yes, that means $200 per month 
rir tries effectively prevents New York disability income on $10,000 if they want it. Or 
ining companies from operating abroad. He 
e for feels this is not a desirable situation. $500 on $25,000. 
= Ic is still available on most Term plans as well as 
- the Life Benefits Growing Life and Endowment; still contains only a 4-month 
>t on Faster in South, West waiting period; still guarantees renewal to age 60 
, Lif ii b as : sci (males); still pays disability income for life on 
y, i ife policy benefits going to e : acre 
meats south and west have been increasing many plans, reducing to half the original monthly 
eas at a much more rapid pace than in the income at age 60, and the policy still pays the face 
lues. oma’ sen Renee: ee Eee amount promised at death following disability! 
way Last year’s benefit payments to pol- 
alize icyholders in southern and western 
iples states were 60% greater than in 1950 
tain. while they were ic greater in the 
rest of the country. The increase since A Star in the West...” 
ae 1940 in death benefits alone in the oe. oe x 
be south and west was nearly 175% com- 
eral, pared to 107% fo rthe rest of the coun- 
it to try. Life insurance owned by families 
pro- of the wouthwest and west was up | 
 al- 350% from 1940, while it was up nearly ci denta 
de- - : 300% in the southeast and south cen- cc on 
_ for B ervice [Il e B tral, compared to 182% for the rest of | 1] e 
the country. Life insurance investments - ‘ 
oni in the south and west were up 300% HOME OFFICE: Los Angeles me® 
a since 1940. W. B. STANNARD, Vice President 
1ave ACTUARIAL COMPUTING 
and SERVICE, INC. Efforts to Raise Living Standards 
nent _ 684 West Peachtree Outstrip Economic Growth: Burnett ‘WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!” 
sidle 4 Street, N. W., Atlanta 8, President T. S. Burnett of Pacific 
was Georgia, Telephone Mutual Life, in a talk to a joint meet- 
€ TRinity 5-6727. ing of Los Angeles Life Managers 
ulre Assn. and the Chamber of Commerce 
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Tell NAIC of Ettorts 
to Fight FTC Cases 


(CONTINUED FROM PAGE 8) 
everything you’ve got,” saying that the 
very reason everyone agrees that the 
domiciliary state should act is the ba- 
sis for all states to come in. The court 
could say in the National Casu- 
alty case, Mr. Moser declared, that 
only Michigan has filed a brief, and 
yet the company is licensed in 30 oth- 
er states—aren’t those other states in- 
terested? 

Mr. Moser said the best attack is 


says Elnora Robin- 
son, wife of Al Rob- 
inson (Malcolm C. 
White Agency, Okla- 
homa City) 


“‘And that gives me a 
lift too! The truth is, Al 
was a successful sales- 
man long before he 
thought of a life insur- 
ance career. But it’s the 
recognition he receives 


now that makes us both 
feel we really began to 
live on the day he 
started with Pacific Mu- 
tual four years ago.” 


Elnora Robinson has 
accompanied herhus- 
band to three Big 
Tree Top Star Con- 
ferences and two Pa- 
cific Mutual National 
Conventions. 


LIFE INSURANCE COMPANY 


PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 
e 
LIFE » ACCIDENT & SICKNESS 


RETIREMENT PLANS 
GROUP INSURANCE 





one brief signed by all 48 states, and 
he said it would not foreclose other 
circuit courts. The next best plan is 
every state in which the company does 
business, and the third best is the 
states in the circuit. Every state in 
which the company is writing business 
has as much interest in the case as 
the states in the circuit, he added. 


This is an all important question, Mr. 
Moser continued, and the courts would 
welcome an all-out approach to it. 
He said he hoped there won’t be a 
piecemeal approach, “picking off one 
court ut a time.” 

The sixth circuit court, where the 
National Casualty case will be tried, 
offers an excellent atmosphere for 
amicus curiae briefs, John Panchuk of 
Federal Life & Casualty said. Mr. 
Panchuk remarked that he was im- 
pressed by Mr. Moser’s statement. 

Raymond Berry pointed out that the 
National Casualty case involves radio 
advertising, which is lacking in the 
American Hospital case. He suggested 
the commissioners should consider 
trying to get briefs from the states 
in which the advertising was received 
in order to negate the idea that these 
states lacked interest. He noted that 
the time to get ready for the inevitable 
Supreme Court test of the issue is 
now, with as many of the 48 states 
taking up the fight as possible. 


Ray Murphy said he was inclined 
to agree with Mr. Moser’s point of 
view. He observed that Mr. McCon- 
nell had earlier remarked that Justice 
Vinson of the Supreme Court com- 
mented in a Louisiana oil case that 
the Louisiana attorney general had 
not filed a brief, indicating a lack of 
concern on the part of the state. If 
less than 48 states take part in op- 
posing the FTC position, Mr. Murphy 
said, it could indicate there is less 
than unanimity of opinion. There is 
nothing to be lost by a united front 
and perhaps a great deal to be gained 
by making state indignation known, he 
said. 

Knowlton of New Hampshire com- 
mented that the commissioners should 
not leave the question as to the man- 
ner the briefs are filed to the attorney 
general of the domiciliary state. The 
control should be held in NAIC. The 
attorneys general may be perfectly 
capable of filing good briefs, he said, 
but lack background, or they might 
underestimate the issue. NAIC should 
give assistance all down the line. 





Actuaries Must Control 


Conduct of Members 
(CONTINUED FROM PAGE 21) 
process of control be accompanied by 
a set of guides to professional conduct 
so that the members may be aware of 
the society’s views regarding the phil- 
osophy of control which it contem- 

plates. 

“Fortunately, if we are to control 
ourselves of our own volition, we may 
not need to contemplate a rigid code 
to which all members subscribe and of 
the character which has developed in 
the case of the other professions as a 
consequence of statutory control,” he 
pointed out. 

Mr. Anderson warned that “the so- 
ciety can suffer grieveously in its pub- 
lic relations and prestige if it does 
not place itself in a position where it 
can deal adequately with problems re- 
lating to the professional conduct of 
its members. He said that apart from 
a set of guides to professional conduct, 
the society also requires a broadening 
of its statement of purpose and a more 


realistic set of procedures for the in- 
vestigation and disposition of prob- 
lems relating to professional conduct. 
In this connection he expressed his 
appreciation of the way in which the 
committee on professional conduct has 
approached the problems confronting 
it. 

Touching on the rapidly developing 
science of operations research, Mr. 
Anderson opined that actuaries should 
be giving it active and continuing at- 
tention. As a possible first step he 
suggested preparation of a_ selected 
bibliography for the use of actuaries 
who may be interested in operations 
research. 

Discussing local and regional actu- 
arial clubs, Mr. Anderson said he felt 
it desirable for the society to offer 
encouragement to these organizations 
but expressed the “strong conviction” 
that it is preferable for these special 
groups to be formed on their own 
initiative and on an autonomous basis 
rather than having them come within 
the area of the society’s responsibili- 
ties. 





Mass. Mutual Revises 
Dividend Scale for ‘57 


Massachusetts Mutual has made 
three changes in the 1957 dividend 
schedule for ordinary policies. Inter- 
est on dividend accumulations and 
settlement options not involving life 
contingencies will continue to be 
credited at 31%4% per year. 

Income dividends will be payable 
in connection with matured retirement 
income and retirement annuity pol- 
icies issued since May 1, 1943, and life 
settlement options payable under pol- 
icies issued since May 1, 1943. The in- 
come dividend will be payable with 
each life income installment in 1957 
during the lifetime of the person on 
whose life the income is based whether 
installments are stipulated or not. 


Dividends payable in 1957 under ex- 
ecutive protection policies that are in 
force on women on a premium-paying 
basis will be higher than the dividends 
payable under comparable policies on 
men. 

Practically all premium-paying ac- 
cidental death benefit provisions is- 
sued or attached prior to May 21, 1956, 
will receive a dividend credit during 
1957 which will be added to the an- 
nual dividend under the basic policy. 
The total dividend, including any 
amount due to an accidental death 
benefit provision, will be applied in 
accordance with the policy dividend 
option in effect. 


Milwaukee Life & Trust Council 
Hear ‘Split Dollar’ Discussion 

A panel discussion on “Split Dollar 
Insurance” was held at the November 
meeting of the Milwaukee Life Insur- 
ance and Trust Council at the Milwau- 
kee Club. Participants were William H. 
Pryor, Connecticut Mutual, Richard L. 
Greene, of Whyte, Hirschboeck & 
Minehan law firm, and Thomas A. 
— Marine National Exchange 

ank, 








To Reinsure Ft. Worth Company 


Preferred Life of Dallas has agreed 
to reinsure policyholders of Provident 
American Life of Fort Worth. The 
Texas department has approved the 
reinsurance agreement and Provident 
American policyholders have been no- 
tified. 








GORDON W. THOMPSON, 49, as- 
sistant actuary and tabulating division 
manager of Acacia, died in Arlington, 
Va., hospital after a long illness. He 
joined Acacia in 1934. He was past 
president of Middle Atlantic Actuarial 
Club and former vice-president of In- 
surance Accounting & Statistical Assn. 





Merged Piedmont Life 
Reelects Bridges Head 


Directors of the newly-merged 
Piedmont Life of Atlanta and Pied- 
mont Corp. of Delaware have reelect- 
ed S. Russell Bridges Jr. of Atlanta 
president. H. Smith Richardson was 
named chairman and Donald B. Wood- 
ward, formerly an officer of Mutual 
of New York, was elected finance com- 
mittee chairman. All other officers of 
the life company were reelected. 





Union Labor Life has been licensed 
to write life and A&S in Washington, 
bringing to 22 states and the District 
of Columbia the total area in which 
the company has been admitted. 
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Urge Better PR Job 
to Attract Men to 
Actuarial Careers 


The need for a better public rela- 
tions job aimed at attracting promis- 
ing candidates into actuarial work 
came in for discussion at the recent 
annual meeting of the Society of Ac- 
tuaries at White Sulphur Springs, 
W. Va. 

Peter Hondorp, Continental Assur- 
ance, stressed the importance of pub- 
lic relations in enhancing the value of 
the actuarial profession among the 
younger actuaries who are already 
embarked on an actuarial career. 

The chairman, W. L. Grace, Massa- 
chusetts Mutual, said more than half 
of the society membership had quali- 
fied in the last 10 years and the young- 
er members form an important group 
which would be of great use to the 
society. 

I. S. Wolfson, Massachusetts Mu- 
tual, mentioned the need for a better 
understanding by the general public 
of the functions of an actuary and ex- 
plained how a public relations pro- 
gram directed by an expert might ful- 
fill that need. Mr. Wolfson was critical 
of the form of program at society 
meetings. 

“The days when an actuary was 
concerned with all phases of his pro- 
fession are now past,” he said, adding 
that the general nature of the meet- 
ings results in much boredom for the 
specialists. 

R. J. Randall, Teachers Insurance 
& Annuity, said that the younger 
members could be of great use to the 
society by expressing their desire to 
serve on committees. 

H. J. Brownlee, Prudential, suggest- 
ed that the younger members keep in 
touch with their colleges as an aid to 
the recruiting of students. 

I. M. Charlton, Monumental Life, 
suggested that oral examinations be 
substituted for some of the written 
examinations. 

R. H. Hoskins, John Hancock, men- 
tioned that the education of the young- 
er actuary could be improved by his 
working on committees, leading a 
study group and presenting and dis- 
cussing papers. He suggested that the 
society might appoint a committee on 
continuing actuarial education. 

P. T. Rotter, Mutual Benefit Life, 
expressed a feeling of concern that 
some of the younger members expect- 
ed the society to be responsible for all 
phases of the actuary’s business train- 
ing. 

H. G. Letwin, Massachusetts Mutual 
suggested that the examination sub- 
jects be rearranged so that an associ- 
ate would be qualified to act as a con- 
sulting actuary. 

J. E. Smith, Connecticut Mutual, W. 
D. Berg, Mutual of New York and P. 
M. Thexton of Union Central, all 
opined that the examination stand- 


' ards are too high. 


R. G. Espie, Aetna Life, defended 


_ the society’s examination standards 


and syllabus but suggested that the 
companies are perhaps creating their 
own shortage of actuaries by assign- 
ing them to non-technical and execu- 


. tive duties. 


W. J. Taylor, Massachusetts Mutual, 
Presented the results of a comprehen- 
Sive survey he made comparing the 
actuary’s prospects with those of other 
professions. 

K. D. Mitchem, Metropolitan Life, 
Suggested ways in which the younger 


' Members would assist the society. He 


feels that the actuary’s opportunities 
are excellent in spite of the starting 
salary being perhaps non-competitive 
with some other professions. 

J. J. Bagshaw of Towers, Perrin, 
Forster & Crosby, Inc., said it is im- 
portant to recruit men to the profes- 
sion at an early stage of their academ- 
ic training. 

M. D. Miller, Equitable Society, re- 
plied to the criticisms voiced by some 
of the younger members. The exami- 
nation committee maintains a constant 
scrutiny on examination and educa- 
tion procedure and welcomes all sug- 
gestions. The near future will show 
changes and improvements in the so- 
ciety’s functions, including the fields 
of public relations, recruiting and fur- 
ther education of the actuary. 





Ill. Gov. Stratton Mum 
on Whether He'll Keep 


His Insurance Director 


A peeved Gov. Stratton of Illinois 
resorted to a brief display of table 
pounding recently at a press interview 
in Springfield when persistent news- 
paper reporters asked him a series of 
questions involving his controversial 
insurance director, Justin T. McCar- 
thy. 

Showing his annoyance, Mr. Strat- 
ton said he was getting “peeved” about 
queries relating to the insurance de- 
partment. The Illinois department has 
been under fire recently, with several 
leading newspapers in Illinois and St. 
Louis claiming that it cost as high as 
$5,000 for out-of-state companies to 
get a license to operate in Illinois. 

Mr. Stratton sidestepped this ques- 
tion: “Are you satisfied with the op- 
eration of the insurance department?” 
He replied that there would be no an- 
nouncements of appointments to ad- 
ministrative posts until they are sent 
to the Illinois senate for confirmation 
in January. 

The two-year term of all department 
directors in Illinois will be up in Janu- 
ary and the governor made it clear 
that he will not announce in advance 
of that time whether he intends keep- 
ing Mr. McCarthy. 

One reporter told Gov. Stratton that 
he had been trying since last Sept. 6 
to contact Mr. McCarthy. The governor 
replied, “I haven’t had any trouble 
seeing him.” 

The governor did say that he has not 
asked for any resignations from his of- 
ficial family yet. He added that “un- 
doubtedly there will be some changes,” 
but indicated these will be voluntary 
on the part of some top job holders 
who want to get back to private busi- 
ness. 


Footings of $3.5 Million 
Aetna Life Wing Poured 


Extensive foundation work is near- 
ing completion on the $3.5 million ad- 
dition to Aetna Life’s main home of- 
fice building in Hartford. 

About 70 various sized columns ex- 
tending to a depth of 50 feet below 
ground level are being poured around 
the area to match the foundation of 
the main building, built some 25 years 
ago. The new wing will be 175 feet 
long and 125 feet wide. It will connect 
to the south side of the existing four 
story structure. 


Wells of Guardian Life 
Named to Rough Notes Post 


John D. Wells, manager, Guardian 
Life, Omaha, has been named busi- 
ness manager of The Insurance Sales- 
man and Rough Notes magazines, ef- 





With still a 
month to go in 
1956, General 
American Life has 
broken all pre- 
vious annual rec- 
ords by selling 
$100,000,000 of or- 
dinary life insur- 
ance so far this 
year. The occas-_ | 
ion was marked = 


when Powell B. McHaney, president, right, 





Di 





ge 


ae 


presented Clifford H. Goforth 


(center) with the $10,000 “Masterplan” policy which brought ordinary sales 
up to their $100,000,000 mark for the year. At left is C. Gene Morgan, agent 
who sold the policy. Mr. Morgan is with the Sale agency of the company at 
St. Louis, and Mr. Goforth lives in Maplewood, Mo. The presentation was made 
at a meeting of all employes of General American at the St. Louis home office. 
General American’s best previous year for ordinary sales was in 1955 when, 
for the entire 12 months, sales totaled $86,409,400. 








fective Dec. 1. He will make his head- 
quarters in Indianapolis at the home 
office of The Rough Notes Co., pub- 
lishers of both magazines. 

Wells has been in the life insurance 
business for the past 10 years with 
Equitable of Iowa and Guarantee 
Mutual prior to becoming manager for 
Guardian three years ago. 


United Fidelity Appoints 2 V-Ps 

W. H. Painter and E. E. Sammons 
have been elected executive vice-pres- 
ident and vice-president and agency 
director of United Fidelity Life of Dal- 
las, respectively. Mr. Painter, with the 
company since 1920, has served as sec- 
retary-treasurer and later was vice- 
president and secretary. 
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William Elliott, President 





THE ETERNAL SPIRIT 


* Sreedom 


has wrought change over the centuries 


because it is the foundation of human need. 


Today, the force of human need 


freedom from dependence. And upon 
this spirit the strength of the life 
insurance industry has been constructed. 


This strength is the strength 


Philadelphia Life 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
Joseph E. Boettner, C.L.U., Executive Vice-President 


OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 








is felt through the spirit of 


of our times. 
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7 7 president of Mutual of New York, Hen- 
N eed Time 3 = n if ry O. Barr, superintendent of the pol- 
7 icy claims division of Equitable Soci- 
Comp uters . rove ety; John R. Bickford, supervisor of 
Successtf ul, Says Bagby the A&S claim department of United Be 
Few—if any—companies have been States Life; =o re en M 
using electronic data processing sys- Life; “Rr S. ny ees’ a “ J oy} | 
h to learn whether the in- P@nion Life, and George Green Jr., as- 
pri tii : sistant secretary of Expressmen’s Mu- Ke 
stallations will be an economic suc- tual Life H 
cess, Wesley S. Bagby, comptroller of uh DOE € 
NOW—WE ARE Pacific Mutual Life, told Federal Gov- E uitable Society N 
ernment Accountants Assn. of South- q . h 
COMPLETELY MUTUALIZED ern California at Los Angeles. Boosts Scale for 57 : e 
: Pacific Mutual installed an electronic Equitable Society, under a newly pr 
system in August, 1955, to keep all Jiberalized dividend scale, will pay wre 
_ records on 350,000 ordinary policies. holders of individual insurance and 
Our Constant Aim: Mr. Bagby described how the comput- annuity contracts an estimated $75 ek 
i nce rvice er was selected, installed and inte- million in 1957. This is approximately . 
Greater Life Insura c Se grated with his company’s operations. $5,375,000 more than in 1956. “— 
To the Public The job of converting records from The 1957 dividend scale shows in atl 
, manual documents and punch cards general a relatively greater increase in is 
Through a Strong and Rapidly to magnetic tape was a major problem. dividends at the higher issue ages than toes 
: : Parallel operations are being run on at the younger issue ages. 
Expanding Agency Operation. both old and new systems for 15% of haan 
; the business to eliminate errors and ; 
A fast growing, discrepancies which have been built = 
progressive company. up over the years. The old system on a 
“a this particular part of the business will q t 
A definite plan for advancement. be eliminated in March. Ordinary in- ees 
surance work will be 100% electronic . , 
A new and modern contract. : > ade Sahin “eae. Provident Mutual Offers ing 
: “ir eee Non-Can for Women ae 
Wis. Leaders Round Table Provident Mutual Life is offering come 
. non-cancellable and guaranteed re- ‘ole 
Holds Fall Meeting : .  newable A&S coverage for business a 
EP ag fall easting of me ge men and professional women. ! 4 . 
. ; ; : : ife Insurance Leaders Roun able Benefits covering disability up to oF a 
Write: G. Frank Clement, Vice President in Charge of Agencies was held at the University Club of two or five years _ aervided in on ings 
Milwaukee, with Chairman Arthur H. new accident income plan, while sick- A: 
‘a of ae eee oD Or ae oer ness disability for one year and acci- the 
ox tne was County Juage fh. dent disability up to two or five years ed 
Shenandoah Life J. Murdroch, whose subject was “What js provided both olicies. Principal e 
*11 09 p Dp Pp year 
Are the Advantages of a Will?” and policy. Partial disability for accidents forn 
Insurance Company who answered questions from the floor. are provided in both policies. Principal | 491" 
As a second feature, Philip H. Oxnam, gym payment of at least $1,000 for ac- j 
Home Office + Roanoke, Virginia director of market development for ¢igentai death is included in the acci- lion 
Mutual of New York, spoke under the gent policy and is optional in the ! O1 
title of “I Believe. “compensator” plan. A special hospital | maj 
A MUTUAL LIFE INSURANCE COMPANY OWNED BY AND OPERATED FOR ITS POLICYHOLDERS Lite Insurance Executives Assist — rider is available in both | its f 
. e pians. cal 
Boy Scout Fund Drive in New York deco 
James H. Braddock, 2nd vice-presi- § Golymbian National Life has intro- | it w 
dent of New York Life, and William quyced a new $25,000 minimum special of n 
me Cowie, vice-president of Equitable ordinary life policy designed for any- able 
SU Rp RISES or Society, are co-chairman of the life one needing permanent insurance for ine 4 
insurance executives division of a fund low guaranteed premium outlay. It s 
ge hy gy oak cogs Prd York coun- wil] be written for both men and wo- re 
AT Re ke ee Or eee St aera. ert men, om standard ‘and substandard | Pet 
an el r a | ! es ° S. Shalen, executive vice-president of Hace Mg Fe jp gy a “4 spec! 
Patriot Life; Marvin-B. Eckford, vice- added pital 
president and secretary of United Mu- : pres: 
. . . Lif tual Life; Reuben Darr, Bankers Se- : 
At Christmastime National Life curity Life; Howard ™M, Watne, secre- N. Y. Lite Managers Hear Tax Talk _ 
7 ili , ary and treasurer of Postal Life; Jo- Russell Newkirk, special counsel of 
<u peiahaenieesniiameare aati sons ee ance a snr New York State Assn. of Life Under- me 
i reiations of Union Labor Life; Everett writers, addressed Life Managers’ ’ 
forgotten. For there are surprises ping wine eae of New ili Assn. of Greater New York on the un- 
: ony 88 Baq’’ that de- ife; William J. Barrett, secretary of incorporated business tax at a meeting 
in the big Grab ag Metropolitan Life; William S. Connell, in New York. He discussed the effect of Nec 
light old and young alike. vice-president and actuary of North the employe-independent _ contractor Une 
American Re, and Frederick W. Read status of life agents on deductions for Ch 
2 : Jr., counsel of Home Life. business expenses in personal income ing 
If you are interested in learn- Also, Harold W. Anway, 2nd vice- tax returns. i 
y plain 
ing how you can participate, as _ 
= ; : Heal 
rite for tae 
a National Life agent, write Old Republic Life Insurance Company ee 
the National Life Agents’ incen- provides the most complete specialized man 
Mee ee ee tive plan credit life, accident and sickness insur- cat $ 
‘ : f e 
st Mr. Carl F. Woodmansee ; ance market for agents serving finan- ) risk - 
CH V.P. & Agency Director HT cial institutions engaged in diversified ; os 
~H National Lite Company : instalment credit. Its representative : He 
Ny Hubbell Building, Des Moines, lowa 1 i f : A bh p pros 
P if NATIONAL LIFE can be of assistance to you. phone feed 
: j i i ; call, wire or letter will bring the man 
a Dear Sir: | am interested in your 4 ? . _ 8 s ot 
4 incentive plan for agents. Please 4 from Old Republic to your desk with Man; 
4 send me full particulars. : full details. : Aber 
1 1 ARLEY F. HANSON : polici 
a r ; @ 
SAUOAIAE re 8 ee ees Face ' President 
3 7 | Cpupdilc 1 
Rp Rei Scns 8S a oh r] Since 1899 Jol 
: 1 A Mutual Compan L } if Ci ih 
ee bese pany ife Insurance Company partn 
SAGE eee); ame i 2 ;: sled est cCcl 
: Nu-i2! Des Moines, lowa Chicago 1, Illinois at Le 
Healt 
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Major Medical Termed 
Key to Problems of 
Health Care Economics 


Major medical coverage was named 
the key to the problem of modern 
health care economics by James An- 
drews Jr., director of health insurance 
of the Life Insurance Assn. of Ameri- 
ca, before Pennsylvania Medical So- 
ciety at its recent annual meeting in 
Atlantic City, N.J. 

Focusing attention on the new ap- 
proach of major medical to the cost of 
treatment prescribed by a _ licensed 
physician, Mr. Andrews stated that the 
conventional forms of hospital, surgi- 
cal and medical coverage were never 
designed to meet the needs of the 
long-term patient or the patient re- 
quiring a costly surgical procedure or 
extensive treatment by non-surgical 
specialists with out-of-hospital nurs- 
ing care and expensive drugs. The new 
insurance, through its high benefit 
limits and its flexibility as to treat- 
ment, is accomplishing all this. In the 
field of group insurance it is extending 
its coverage to normal illness by means 
of a low deductible scaled to the earn- 
ings of the employe, he pointed out. 

As indicated in the recent survey of 
the Health Insurance Council, major 
medical showed an advance for the 
year 1955 of 138% to lead all other 
forms of health insurance and to pro- 
vide protection for more than 5.2 mil- 
lion people, Mr. Andrews said. 

One of the most valuable aspects of 
major medical expense insurance is 
its flexibility, he added. Just as medi- 
cal practice has changed in the past 
decade, there is every likelihood that 
it will change in the next. By means 
of major medical protection is avail- 
able which will keep pace with chang- 
ing times. Major medical is designed to 
meet the cost of all types of service 
needed to restore the individual to 
health rather than being limited to a 
specific type of service, such as hos- 
pitalization or surgery. Thus, financial 
pressure to have one type of treat- 
ment rather than another, or to go to 
the hospital when hospitalization is 
not really needed, is largely eliminat- 
ed, Mr. Andrews said. 


Need More Facts for 
Underwriting A&S: Will 


Charles A. Will, assistant underwrit- 
ing secretary of Guardian Life, ex- 
plained some of the differences be- 
tween life and A&S underwriting to 
San Antonio Assn. of Accident & 
Health Underwriters. 

A&S underwriting calls for more de- 
tailed information on the applicant. A 
man who may be in excellent physi- 
cal condition and an excellent risk for 
life insurance might be rated a B or C 
risk for A&S, said Mr. Will, emphasiz- 
ing the difference between mortality 
and morbidity. 

He noted the importance of the A&S 
prospect’s occupational hazard, the 
need for detailed information on his 
occupation, habits and medical record. 
Many life agents do not sell A&S be- 
cause they must obtain so much infor- 
mation and face delays in obtaining 
policies for clients. 


Hurth Addresses Mich. A&S Group 


John E. Hurth, director of the public 
relations division of the Michigan de- 
partment, addressed Central Michigan 
Accident & Health Underwriters Assn. 
at Lansing on “The Michigan depart- 
ment and Trends in the Accident and 
Health Business.” 











New HIC Benefit 
Identity Forms to 


Ease A&S Processes 


More than 7.5 million of all gen- 
eral hospital admissions in 1956 will 
be patients with insurance coverage, 
Louis A. Orsini, assistant director of 
information and research of the Health 
Insurance Assn. of America, said in a 
talk at the recent annual conference 
of the Maryland-District of Columbia- 
Delaware Hospital Assn. in Washing- 
ton, D. C. 

Benefit payments in 1955 to insur- 
ance company policyholders with hos- 
pital expense policies amounted to 
$745 million an increase of 21% over 
the previous year, he said. In order 
to help hospitals process their patient 
admissions, insurance companies are 
using two benefit identification sys- 
tems—one for group policyholders and 
one for individual insurers, he added. 
The forms indicate the insurance 
benefits available for hospital services 
at the time of the patient’s admission. 
Included in the system are the uni- 
form claim forms adopted by the in- 
surance business through the Health 
Insurance Council and the American 
Hospital Assn. 

Mr. Orsini said a poll of insurance 
companies revealed that more than 
200 companies representing 80% of all 
group A&S in force and more than 
50% of insurers of individual and fam- 
ily protection would use the forms de- 
veloped by HIC. 


Adds 30-Day Waiting 
Period to A&S Policy 


Connecticut General Life has added 
a 30-day waiting period to its non- 
cancellable A&S policy which guaran- 
tees a monthly income during disabil- 
ity to age 65. The policy is now avail- 
able with either a 30-day or a 90-day 
waiting period. 

The provision for disability income 
to age 65 in the policy was made so 
that it could be more effectively co- 
ordinated in an estate plan with bene- 
fits for death or retirement. It treats 
all disability alike whether caused by 
accident or sickness. More than half of 
the policies issued have been in con- 
junction with an estate plan, the com- 
pany said. 


D. C. Blue Cross-Shield 


Issue Major Medical 


Group Hospitalization and Medical 
Service of District of Columbia have 
announced group major medical ex- 
pense coverage of up to $10,000. These 
benefits become available when, dur- 
ing a period of 90 days or less, a sub- 
scriber incurs out-of-pocket expenses 
in excess of an agreed upon deductible, 
usually $100. After payment of the de- 
ductible by the subscriber, the major 
medical provides benefits equal to 
“covered” charges, usually 75%, agreed 
upon for the group. 








St. Paul Life ana A&S Groups Meet 


St. Paul Assns. of Accident & Health 
and Life Underwriters held a joint 
meeting at which Chester C. Elson, 
general agent of Mutual Benefit H.&A. 
and United Benefit Life at Des Moines, 
spoke on “Words Are Your Weapon.” 








Sales Contest Spurs 


Jefferson National Agents 


Jefferson National Life agents re- 
sponded to the “Dig for Treasure” 
theme of the October sales contest to 
produce $5,010,000 of new life and 
$770,000 of A&S volume in a five week 
period. 

Several new sales tools were intro- 
duced to give additional incentive to 
the contest. These were: The personal 
protector, a group life plan; hospitali- 
zation and family income for small 
businesses; the extension plan, a re- 
issue of a special life contract; and the 


president’s special—a super ordinary 
life written with a minimum of $25,- 
C00 face value. Recently reduced pre- 
miums on the family income policy and 
riders, mortage insurance policies, and 
increased non-medical limits up _ to 
$15,000, gave the salesman additional 
ammunition. 


Nowell Addresses N. Y. CLUs 

Reynolds I. Nowell, vice-president 
in charge of the farm mortage depart- 
ment, of Equitable Society. gave 
some “Hard Facts about Hard Money” 
to New York City CLU chapter at a 
recent meeting in Brass Rail restaur- 
ant, 100 Park avenue. 
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List Topics for 
Insurance Teachers 
Meeting Dec. 27-28 


The program for the annual meet- 
ing of American Assn. of University 
Teachers of Insurance, to be held at 
Cleveland Dec. 27-28 has been an- 
nounced. Events of life insurance in- 
terest are: 

Dec. 27, CLU-CPCU breakfast; 
morning session, “Recent Federal Ac- 
tivity in Insurance Regulation,’ Nes- 


ter Roos, University of Arizona; lunch- 
eon, Hampton H. Irwin, Wayne State 
university, president of AAUTI pre- 
siding; presentation of Elizur Wright 
award by Clayton G. Hale, Hale & 
Hale Co, Cleveland; talk by Wesley S. 
Bagby, comptroller Pacific Mutual 
Life; afternoon, notes on Arden House 
report, Harry Loman, University of 
Pennsylvania; study papers: Issues in 
Temporary Disability Insurance, Mon- 
roe Newman, Penn State university, 
Marketing Consumer Credit Insurance, 
Daniel P. Kedzie, Marquette univer- 
sity; reception by New York Life. 
Dec. 28, morning, health care costs— 














FLAGS AND LIBRARIES 


Woodmen of the World’s local Camps have 
given 19,637 U. S. Flags to schools, churches, 


World's Financially Strongest Fraternal Benefit Society 


\; WOODMEN <: WORLD 


LIFE INSURANCE SOCIETY 
Hi 


lome Office: 1708 Farnam Street 


Omaha 2, Nebraska 


libraries, Scout troops and other organi- 
zations since 1946. That’s the equivalent 
of two flags for each of the nation’s more 
than 9,500 libraries (including branches). 
The Society contributes these flags to 
remind fellow Americans of our great 
heritage. Woodmen also perform many 
other civic and patriotic services for a 
better America. 
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joint session with American Economic 
Assn.: “The Sickness Risk—Methods 
Meeting the Costs,” Dr. Herbert Klar- 
man, Hospital Council of Greater New 
York; “Meeting Health Care Costs 
Through Insurance,” E. J. Faulkner, 
president of Health Insurance Assn. 
of America and of Woodmen Accident; 
“Canadian Programs for Meeting the 
Sickness Risks,” Dr. George F. David- 
son, deputy minister, department of 
national health and welfare of Can- 
ada, luncheon meeting: “The Integrat- 
ed Insurance Department,” C. Henry 
Austin, insurance manager of Stand- 
ard Oil of Indiana. 


No Tax Relief for 
Insurers in New 
N. C. Proposals 


Insurance companies in North Car- 
olina will not share in corporate tax 
reductions proposed by Gov Hodges’ 
tax study commission. 

The commission’s report, headed for 
the general assembly next February, 
says that the present method of tax- 
ing insurance companies is the most 
satisfactory and that the establish- 
ment of rates is a matter of legislative 
policy. Domestic life insurers had 1%, 
which was the level prevailing before 
an increase in 1955. Foreign or out- 
of-state life companies pay a 2.5% 
gross premium tax, while fire and cas- 
ualty insurers are taxed either 1% on 
gross premiums or 6% on net income, 
whichever yields the greater amount 

The commission’s major recommen- 
dations would result in tax reductions 
of nearly $9 million annually, mostly 
for manufacturing firms, in an effort 
to brighten the state’s tax structure 
for industrial expansion 

Lesser changes that would not have 
any appreciable effect on the state 
revenue, include adoption of the fed- 
eral tax code’s provision for determin- 
ing taxable income from annuities and 
pensions; a recommendation that 
amounts of premiums paid by an em- 
ployer for group life and A&S for the 
benefit of employes be excluded from 
the gross income of the employe, and 
a revision of the present law exempt- 
ing insurers from ad valorem taxes 
and certain licensing fees, making it 
clear that they are not exempt from 
a 3% sales tax on materials and on 
items sold to company employes. 








Least 2 in Running for Ind. 


Commissioner Post 


J. R. Townsend, Indianapolis direc- 
tor of parks, is being boosted for state 
insurance commissioner to replace 
William J. Davey. Clyde Ingle, chief 
examiner of the department, has been 
slated to succeed Mr. Davey, and still 
is being considered seriously. News of 
the impending appointment caused a 
counter campaign in behalf of Mr. 
Townsend, father of J. Russell Town- 
send Jr., a new state senator in Indi- 
ana. The senior Mr. Townsend was a 
general agent for Equitable Life of 
Iowa at Indianapolis until several 
years ago when his son took over as 
general agent. 





Occidental of Cal. Provides 
Group Major Medical for Agents 
Occidental Life of California has re- 
placed its hospital policy for agents 
with a major medical group plan pro- 
viding a $10,000 maximum benefit for 
each individual and each dependent, 
with a $50 calendar year deductible 
for each agent and dependent. 
Excepting hospital expenses, the 
plan offers 80-20% coinsurance for all 
covered expenses. Hospital expenses to 
$500 are completely covered, with 80- 
$500 coinsurance for the excess over 


Saunders Quits Texas 
Board to Become V-P 
Of Republic National 


Chairman J. Byron Saunders of 
Texas Board has resigned to become 
vice-president and 
general counsel of 
Republic National 
Life on Jan. 1. 
He will serve in 
an administrative 
capacity and head 
the legal depart- 
partment. 

Gov. Shivers 
has acepted Mr. 
Saunders’ _ resig- 
nation, which had 
been rumored as 
forthcoming. The 
governor said he soon would appoint 
a successor to serve the remainder of 
Mr. Saunders’ 6-year term, which 
runs to Feb. 10, 1959. 

Gov. Shivers, alluding to the lead- 
ing role Mr. Saunders played in 
straightening out what has been called 
the “Texas insurance situation,” said 
in part: 

“Stepping in when the industry and 
the board itself were under fire, he 
helped secure stronger regulatory laws 
and set up stronger state supervision. 
As chairman he has shown vigorous 
leadership in getting and keeping our 
insurance business on a sound basis.” 

Mr. Saunders was a practicing at- 
torney in Tyler prior to his 1953 ap- 
pointment as casualty commissioner 
to fill the vacancy created by the ad- 
vancement of Garland A. Smith to 
chairman and life commissioner. He 
became chairman last January when 
Mr. Smith resigned. Mr. Saunders was 
elected chairman of the executive 
committee of National Assn. of Insur- 
ance Commissioners last June, and 
was in line for the presidency in 1958. 

Other commissioners are Mark 
Wentz, whose term runs to Feb. 10, 
1961, and Morris Brownlee, whose 
term will expire next Feb. 10. Before 
that time, Gov.-elect Price Daniel will 
take office. 





J. B. Saunders 


’ 





Up-to-Date Hand-Book 
of Michigan Is Ready 


A new Underwriters” Hand- 
Book of Michigan has just been 
published by The National Under- 
writer Co. It provides complete 
and up-to-date information on the 
agencies, companies, field men, 
general agents, groups and other 
organizations affiliated with insur- 
ance throughout the state. Copies 
of the new Michigan Hand-Book 
may be obtained from the National 
Underwriter Co., at 420 East 
Fourth street, Cincinnati 2, Ohio. 
Price $12.50 each. 











MANAGEMENT 
CONSULTANTS 


O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 
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Life, A&S Affairs Featured at NAIC Midyear 


(CONTINUED FROM PAGE 1) 





NAIC reception and dinner is Wednes- 
day evening. 

One of the curiosities here is the 
accommodations for the trade press— 
a vacant gift shop in the main lobby 
of the Di Lido hotel, fully glassed in 
and_ identified with signs saying 
“Press.” This peculiar arrangement, 
however, is matched by the holding 
of committee meetings in the bar of 
the Di Lido where the air conditioning 
is adjusted to steamy night temper- 
ature. All of this informality has not 
slowed up important business when 
important business has appeared. 

The failure of the Illinois depart- 
ment to have anyone in attendance 
caused some comment, but it was par- 
ticularly distressing to the staff re- 
porter of the St. Louis Post-Dispatch 
who was looking for some fireworks 
to follow up his paper’s series on Di- 
rector McCarthy. 


At the first plenary session Tues- 
day morning, Commissioner Larson of 
Florida gave a short welcome address 
that was seconded by Charles W. 
Campbell, vice-president in charge of 
the Prudential regional home office at 
Jacksonville and chairman of the con- 
vention committee. Tom Smith, head 
of the Miami Beach Convention Bu- 
reau, had a few words to add extoll- 
ing the wonders of the city (364 hotels, 
no cemetery), and he gave police pass- 
es and keys to the city to the officers 
of NAIC. 

The new members of NAIC since 
the June meeting were introduced— 
Horn of Alabama, Hayes of Louisiana, 
Mitchell of South Dakota, Parker 
of Virginia and Miller of West Vir- 
ginia. Commissioner Thurman intro- 
duced Gov. Chandler of Kentucky. 

Robert Taylor of Oregon concluded 
the session with his presidential re- 
port, commenting that there is no such 
thing as a freshman in the NAIC and 
there is no first or second team, be- 
cause regardless of length of member- 
ship all members have the same re- 
sponsibility and are asked to take the 
same active part in association affairs. 

Harry Fuller, midwest manager of 
National Bureau of Casualty Under- 
writers, is in Presbyterian hospital, 
Chicago, and could not be present for 
the NAIC meeting at Miami Beach. 
This was the first meeting Mr. Fuller 
has missed in about 35 years. He is 
probably the best known figure at the 
NAIC conventions, having assumed 
the job of unofficial photographer. He 
has taken thousands of pictures at the 
meetings, and sends prints to many of 
those he photographs as well as to the 
insurance trade papers. 

The subcommittee on state laws 
governing misleading and deceptive 
advertising confined its brief session 
to a review, state by state of the status 
of the three laws NAIC considers es- 
sntial to keep the preserve free of 
FTC meddling—the unauthorized in- 
surers service of process act, the fair 
trade practices act, and the uniform 
policy provisions law for A&S insur- 
ance. Pansing of Nebraska, the chair- 
man, suggested the subcommittee pre- 
pare a listing of the status of these 
laws, noting that it would serve to 
emphasize to those states lacking the 
needed legislation that they are not in 
the buggy. John Hanna of Health In- 
surance Assn. recommended that any 
such list should indicate that some 
states have equivalent laws. This idea 
got bogged down somewhat when Ju- 
lius Wikler of New York said the 
McConnell committee on preservation 


of state regulation is getting set to 
compile some sort of report on state 
regulatory laws in general. _ 

The review of the three bills was 
conducted zone by zone, and was 
backed up by Joseph O’Regan of HIA, 
who had in hand an obviously more 
complete rundown than the commis- 
sioners had for themselves. Mr. Pans- 
ing indicated that whatever his group 
might get up would call for consider- 
able help from the HIA. 

The subcommittee on interpretation 
of NAIC rules governing A&S adver- 
tising decided at its meeting in New 
York to eliminate rule 11B and modify 
rule 1C, Pansing of Nebraska, the 
chairman, told those attending the sub- 
committee meeting at Miami. This 
progress report was about all anybody 
wanted to take time to hear. 

Rule 11B, the one requiring mail 
order insurers to tell in which states 
they are or are not licensed, has been 
hotly debated ever since the rules 
were introduced, with Moses Hubbard 
of Commercial Travelers of Utica do- 
ing the most vehement objecting. Mr. 
Hubbard was not present at New York, 
and he remarked that he seemed to 
be able to accomplish more by not 
being on the scene. 

Rule IC has defined agents and bro- 
kers as insurers for purposes of adver- 
tising, and C. F. J. Harrington of Na- 
tional Assn. of Casualty & Surety 
Agents made quite a stir on this at 
previous meetings. The new wording 
follows the New York rules, taking 
the producers out of the classification 
of insurer but adding a paragraph 
making the rules apply to agents and 
brokers to the extent that the pro- 
ducers are responsible for the adver- 
tising of any policy. 

These are the only changes now in 
process, Mr. Pansing said. Nothing is 
going to be done to the interpretative 
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Joseph F. Follmann Jr., left, re- 
ceives an inscribed sterling silver tray 
in recognition of his 10 years’ service 
as general manager of Bureau of A&H 
Underwriters. Making the presenta- 
tion on behalf of the governing com- 
mittee is W. E. Kipp, retired secre- 
tary of Indemnity Insurance Company 
of North America. The ceremony took 
place at a dinner in. New York, mark- 
ing the formal dissolution of the 65 
year old bureau, which has been super- 
seded by Health Insurance Assn. of 
America. The bureau was formally 
dissolved at a meeting of the governing 
committee preceding the dinner. Mr. 
Follmann is director of information 
and research of HIAA. 


guide for the time being, except to 
make it agree with the two rule 
changes. He said the subcommittee re- 
port will summarize the status of the 
rules in the states, noting where they 
have been adopted either formally or 
informally. 

Miller of West Virginia said it was 
suggested at New York that NAIC 
set up a permanent office to study and 
examine advertising as a sort of clear- 
ing house for all states. This would 
eliminate the possibility of 48 inter- 
pretations. Mr. Pansing said this was 
his original conception of how adver- 
tising could be scrutinized, but the 
A&H committee deferred action. It 
still appears to be premature, he add- 
ed, and C. C. Fraizer of Health Insur- 
ance Assn. agreed that a period of 
simmering, settling and shakedown is 
advisable. 

The industry people and commis- 
sioners were in accord on the idea of 
continuing the subcommittee to make 
changes and modifications in the rules 
and interpretative guide from time to 
time. 

Adoption by NAIC of the New Jer- 
sey rules on house confinement under 


sickness insurance policies was rec- 
ommended by the subcommittee on 
this subject at its meeting Monday. 
This provides in general that for pol- 
icies paying benefits up to two years 
with the house.confinement require- 
ment, there shall be added full non- 
confining benefits for half the time 
the confining benefits are paid or half 
benefits for the full time confining 
benefis are paid. For policies paying 
for two years or longer, there will be 
an additional year of full benefits for 
non-confining sickness, or two years 
at half the benefits. 

The New Jersey department has 
been the most active in urging re- 
striction of the house confinement 
provision. At first there was an at- 
tempt to remove the provision entire- 
ly, and the latest rules, adopted in 
New Jersey Oct. 24 and effective Jan. 
1, are actually a good deal less re- 
strictive than the original conversa- 
tion indicated, although still unpala- 
table to most A&S insurers. 

In a department statement to the 
subcommittee, Commissioner Howell 
of New Jersey said the New Jersey 

(CONTINUED ON PAGE 32) 








NOW 


Company’s option. 


“Plus” Features 


Accident benefits to 
age 65. Ten years 
sickness benefits 
(House confinement 
never required). In- 
contestable after 2 
years. Partial disabil- 
ity benefits for acci- 
dents. Simplified class- 
ification. Waiver of 
premium. Few limita- 
tions. Three plans to 
select from. Available 
in most states. 


Policy. 
Name 
Address ... 
Pee ee ee ere 





American Casualty’s 
Disability income Policy that’s 


Guaranteed Renewable 
to AGE 69 


Here it is—the kind of family security that every agent 
prefers for his clients . . . American Casualty’s all new 
GUARANTEED RENEWABLE DISABILITY 
Your assureds continuously control ownership until age 65. 
Even after that, the policy may still continue in force at the 





SEND COUPON TODAY FOR INFORMATION AND SALES KIT 


American Casualty Company, Reading, Pa. 
Send complete details about the ACCO GUARANTEED RENEWABLE 


INCOME POLICY.. 
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COMPANY & AGENCY CHANGES 





Commonwealth Life 


John C. Grubb and L. Glen Neikirk 
have been appointed director of agen- 
cies, district office agencies. Mr. Grubb 
has been manager of Commonwealth’s 
district office at Ashland, Ky., since 
1941. He joined the company in Hunt- 
ington, W. Va., in 1937, and was pro- 
moted to assistant manager at Ashland 
and manager at Huntington, before his 
appointment as Ashland manager. 

Mr. Neikirk has been manager at 
Somerset, Ky., for the past eight years. 
He joined the company in 1940 at Som- 
erset, and served as agent there and 
in Louisville and as assistant manager 
at Memphis, Evansville and Knoxville. 


Pan-American Life 


Jaime N. Palencia, supervisor of the 
Latin American division, has been 
named administrative officer. Waid J. 
Davidson Jr., assistant director of data 
processing, has been promoted to as- 
sistant actuary. Marius M. Martin, 
manager machine operations, becomes 
assistant controller. Borne P. Bou- 
dreaux, manager policy issue, since 
1955, has been named assistant direc- 
tor of data processing. Mr. Palencia 
has been with Pan-American Life 
since 1954. Mr. Davidson joined the 
company in 1954 as actuarial super- 
visor and is an associate of Society of 
Actuaries. Mr. Martin joined Pan- 
American in 1949. Mr. Boudreaux 
started with Pan-American Life in 
1941. 

Travelers 

Thomas F. Malone, director of the 
Travelers weather research center, has 
been appointed director of research, 
heading a newly created research de- 
partment designed to bring together 
varied research activities into a single 
unit. 


First Colony Life 


Raymond G. Campbell has been ap- 
pointed agency assistant to Roy A. 
Foan, vice-president and director of 
agencies. Mr. Campbell started in in- 
surance with John Hancock in 1947. 


State Mutual 


Duncan re... 
Brown, manager 
at Burlington, Vt., 
for three years, 
has been appoint- 
ed assistant super- 
intendent of agen- 
cies. Mr. Brown 
started in insur- 
ance with Union 
Central Life 11 
years ago. He 
joined State Mu- 
tual as manager 
for Vermont in 
1954. He is a past 
president of Burlington Life Under- 
writers Assn. 


Mutual of New York 


Donald T. Rave has been appointed 
advanced underwriting specialist in 
the sales department to assist Paul 
Brower, Mutual’s director of advanced 
underwriting. Mr. Rave started in in- 
surance in 1950. He has been with Eq- 
uitable Society. 


Life of Georgia 

Truett D. Wakefield, who started 
with Life of Georgia in 1954, has been 
promoted from agency assistant to di- 
rector of training, replacing G. S. Cu- 
tini, who is now director of agencies. 
Previously Mr. Wakefield had been 
chief underwriter in the insurance di- 
vision of Veterans Administration at 





Duncan F. Brown 





LIFE 
ACCIDENT 
& SICKNESS 
DISABILITY with 
optional HOSPITAL 


AND ACCIDENT INSURANCE COMPANY 


CONCORD 


Send for sample sales promotion kit on this new All-In-One 
Package. Write H. V. Staehle, Jr., C.L.U., 
V. Pres., United Life, 5 White St., Concord, N. H. STATES SERVED: 
La., Me., Md., Mass., Mich., N. H., N. J., 
5. £5 Vt, Va. 


Conn., Del., D. C., 
N. C., Ohio, Pa., R. L., 


Preferred Risk Ordinary Life 
Preferred Risk 20-pay Life 
Life Paid-up at 65 











© Benefits never 
decreased 

© Premium never 
increased 

© Non-cancellable 

© Guar. renew. to 
age 65 

© Recurrent disability 
provision 

© Choose either 2 or 


5-year benefit period 
for each disability 


© No house confine- 
ment necessary 


LIFE 








NEW HAMPSHIRE 


Field Management 


Estate Builder Plan 
Term Insurance 





Atlanta. New training assistants, all 
former staff managers, are Chester H. 
Holmes of Greenville, S. C., who has 
been with the company six years, E. 
M. Hutcheson of East Point, Ga., also 
with the company six years, G. D. 
Smith of Monroe, La., who has been 
in insurance since 1947, and Leonard 
Waites of Atlanta, with the company 
five years. George J. Kranitsky, home 
office training assistant, has been 
named district manager at Charlottes- 
ville, Va. He started with Life of Geor- 
gia in 1947. T. E. Norris, with the com- 
pany since 1953, has been named 
district manager at Forrest City, Ark. 


Great-West Life 


J. R. Brault has been appointed 
branch manager of Great-West’s fifth 
branch in the Greater Montreal area. 
The new branch is known as Montreal 
Western. Mr. Brault joined Great- 
West in 1948 at the Montreal Dominion 
Square branch and subsequently was 
appointed supervisor there. 

W. W. Wilson has been named Ore- 
gon group supervisor for Great-West 
Life. He formerly was Portland branch 
supervisor. 


Manufacturers Life 


Robert R. Teall 
has been appoint- 
ed manager of 
Manu fac. 
turers Life’s first 
Florida branch 
office at 1430 
Southwest First 
street, Miami. A 
CLU, Mr. Teall 
was for several 
years manager of 
the life depart- 
ment of the Alex- 
ander & Baldwin, 
general insurance 
agency in Honolulu, representing 
Travelers. He will be in charge of de- 
veloping a sales organization in Flor- 
ida. 


Prudential 

Joseph J. Greenan has been appoint- 
ed manager of the Northeastern In- 
dianapolis district. He started with 
Prudential in the Indianapolis East 
Side district in 1934 and in 1943 was 
promoted to staff manager in the 
Northeastern District, which he now 
manages . 

The Los Angeles regional home of- 
fice of Prudential has been made five 
promotions in the group: department. 
Sten Johnson, group representative at 
Honolulu, has been named _ district 
group manager, as has David E. Lon- 
deree, group representative at San Di- 
ego. Two of the company’s Los An- 
geles group service managers, Thomas 
J. Schlarb and E. W. Smith, have been 
appointed group sales representatives. 
Maurice G. Updegrove has been pro- 
moted to district group service manag- 
er at Denver. He formerly was group 
service representative there. 
¢ William E. Ryan Jr. with Prudential 
since 1948, has been appointed head 
of a new ordinary agency at Pough- 
keepsie, N. Y. 

In other changes, Prudential has 
named the following district agency 
managers: Earl E. Shappell at West 
York, Pa., Francis W. Campbell and 
Quinter G. Colbank at South Hills and 
Golden Triangle agencies in Pitts- 
burgh, Ivan Vrbanich at Stamford, 
Conn., John Hydecker at Union City, 
N. J., and Herbert B. Gartley Jr. at Mc- 
Keesport, Pa. 


Travelers 

Martin F. McHaugh has been pro- 
moted to assistant brokerage mana- 
ger at New York. He has been field su- 
pervisor for Travelers there. 

G. Blair Harding and Russell S. 
Harmon Jr. have been appointed field 
supervisors at Salt Lake City and 
Manchester, N. H., respectively. 


Provident Mutual Life 


Winton H. Green has been appointed 
manager at Boston. He will also di- 





R. R. Teall 


rect activities of branch offices at Wor- 
cester and Providence. He has been 
supervisor at Syracuse, and more re- 
cently has been with Provident Mu- 
tual’s management training section. 
Mr. Green succeeds Edward R. Dev- 
ereux, Manager since 1952, who asked 
to be relieved of managerial respon- 
sibilities to devote his entire attention 
to a new office being established to 
specialize in business insurance, estate 
planning, group and staff insurance 
coverages for Provident Mutual. 


Union Mutual Life 

James T. Dwyer, home office field 
supervisor of agency department, has 
been appointed manager at Provi- 
cence. Mr. Dwyer started with Union 
Mutual Life in 1951 at Syracuse. 


John Hancock 


Francis L. Gal- 
lagher has_ been 
named general 
agent for John 
Hancock at New 
York, with offices 
at 257 Beach 116 
street, Rockaway 
Park. He entered 
the life insurance 
business in 1935. 





F. L. Gallagher 


Pioneer Mutual Life 

Evan J. Duerre and Richard J. Farn- 
ham have been appointed general 
agents at Minneapolis and William O. 
Peterson has been promoted to general 
agent at St. Paul. Both Mr. Duerre 
and Mr. Farnham have been with Pru- 
dential and more recently with Indian- 
apolis Life. Mr. Peterson joined Pio- 
neer Mutual in 1954. 


RECORDS 


PROVIDENT MUTUAL LIFE in- 
creased October sales 19% over the 
same. month last year for an all-time 
October record. 


GUARDIAN LIFE agents sold al- 
most $28 million in life volume and 
more than $120,000 in A&S premiums 
during the October campaign honor- 
ing James A McLain, president. Lead- 
ers in life sales were the Kuhling 
agency of Jacksonville, Fla., Zielinski 
agency of New Brunswick, N. J., and 
Fulton agency of Baltimore. A&S lead- 
ers were Munc agency of Miami 
Beach, Hollywood agency of Red 
Bank, N. J., Merin agency of Albany. 

















Home Office Underwriters 


in Ind. to Hear Physchiatrist 


Dr. Louis W. Nie, specialist in the 
psychiatry of neurology will discuss 
some phases of his medical specialty 
at the Dec. 12 meeting of Indiana Home 
Office Underwriters Assn. at Indian- 
apolis. Registration for the meeting will 
be at 5:30 p.m. and dinner at 6 in the 
Athenaeum. R. S. Worden, assistant 
secretary of. Lafayette Life, is the 
program chairman of the group. 





New York Life Relocates 


Springfield (Ill.) Office 


New York Life has moved its Spring- 
field (Ill.) office to the Myers build- 
ing, 101 South Fifth street. Charles E. 
Wood is general agent. An open house 
was held in connection with the relo- 
cation of the office, and vice-president 
Leland E. Lyons was among those who 
were present to represent the home 
office. 
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Bank Loan Backers Present 


Case to Mills Committee 
(CONTINUED FROM PAGE 1) 
ring to insurance borrowing as the 
“finest illustration of a proper use to 
which ... the interest deductions can 
be put,” Mr. Johnson compared this 
to interest deductions for borrowing 
for “utterly frivolous” purposes, such 
as jewelry and vacations. He further 
testified that it would be an unfair 
“legislative purpose for the Congress 
to deny interest decutions on loans 
which usually have as their sole func- 
ticn the maintenance of insurance 
protection for wives and growing chil- 
dren.” 

Mr. Johnson also referred directly 
to the so-called “inside build-up” of 
the policy reserves. He testified that 
if this is a benefit it is not a very 
great one in that, as an investment, 
the yield even at the end of 20 years 
is very slight. Mr. Johnson also told 
the committee that if an insured was 
forced to cancel a bank-financed pol- 
icy the full amount of any inside 
build-up would be taxed to him at 
ordinary income rates if any gain in 
the policy in fact occurred. 

As stated by Mr. Johnson the denial 
of the interest deduction would serve 
“only to heighten the discrimination 
between the small businessman, the 
professional man, and those who have 
already achieved status and wealth.” 
He then referred directly to the Treas- 
ury charge and answered by stating 
that there was no revenue loss in- 
volved but on the contrary a revenue 
gain occurred because bank-financed 
insurance “actually promotes com- 
merce and produces.a flow of taxable 
activity.” 

At the conclusion of Mr. Johnson’s 
Mr. Edelstein explained 


procedures parallel 
other insurance purchases except that 
the insured incurs an additional cost 
in the form of interest on the bank 
loan. Both Mr. Johnson and Mr. Edel- 
stein indicated that the _ so-called 
“gimmicks” in bank-financed insur- 
ance, if they existed at all, could be 
cured under Section 264 of the 1954 
code. 

Congressman Mills expressed tre- 
mendous interest, proponents of bank- 
loan claimed, in the fact that bank- 
financed plans were used to purchase 
insurance protection and were not, 
in most instances, profit-motivated 
transactions. 

Washington attorneys Cooper and 
Silverstein explained to. the committee 
that “the line these gentlemen are 
trying to draw is the difference be- 
tween a purchase of insurance to 
make a profit from a transaction and 
a purchase where (as in the case of 
the clients of these gentlemen) the 
insured is attempting to purchase in- 
surance protection.” 


Congressman Mills, upon hearing 


| this, stated, “Mr. Johnson, I am im- 


pressed with these thoughts after 
hearing you gentlemen, and feel that 
the committee should do nothing to 
prevent an individual taking this 
course of action if he takes it for some 
reason other than profit—if he takes 
it for a legitimate reason.” Indicating 
that a misconception in the nature of 
the Treasury’s proposal existed, Mr. 
Mills stated, “I thought what the 
Treasury was suggesting was that, in 
this particular type of case which has 
come to our attention, we merely deny 
the deduction for the interest in- 


volved . . .” Whereupon,-Mr. Mills re- 


quested Messrs. Cooper and Silver- 
stein to submit to him, as chairman of 
the subcomittee, a draft of proposed 
legislation to eliminate the profit mo- 
tive from bank-financed insurance. 
No definite word was received as 
to precisely when the subcommittee’s 
report of their deliberations on these 
hearings will be made public. It is 
understood that the committee con- 
cluded executive session on these mat- 
ters on Nov. 29 and wound up the 
entire series of hearings. In the or- 
dinary course of business a report of 
the subcommittee’s conclusions should 
be forthcoming at or about the open- 
ing of the 85th Congress next month. 





Mortality Table Proposal 


Meets Criticism 
(CONTINUED FROM PAGE 2) 

static. He said he also spoke for Bank- 
ers Life of Nebraska, Midwest, Lin- 
coln Liberty, Union National, Secu- 
rity Mutual and Lincoln Mutual. He 
said there were other companies that 
objected. At least 12 insurers feel that 
adoption of the table even on a per- 
missive basis would confront them 
with problems. For one thing, he com- 
plained that the low mortality record 
would give very liberal extended term 
insurance benefits to discontinuing 
policyhoiders. This is too liveral. It 
doesn’t take account of expenses 
involved. 

He said it would reduce premium 
rates and recalled that such reduc- 
tions which took place in the 1920’s 
plagued the companies in the 1930’s. 
He said there ought to be a mortality 
table for continuing policyohlders and 
table for continuing policy holders and 

Commissioner Pansing announced 
that he will try to defeat action for 
six months without passing on the 
merits. 


Commissioner Beery said the mat- 
ter should be studied more closely. 

Mr. Bittel said an even longer study 
might produce something even more 
unpalatable to the objectors. There 
are some, he said, who feel that the 
table is too conservative. 

Norman Hughes of National Life & 
Accident said the margins in the ta- 
ble are reasonable. He said the only 
shadow of criticism he could offer is 
that amendment of the non-forfeiture 
valuation law should not be linked to 
the new table. 

Mr. Anderson said ALC and LIAA 
don’t want to force a mortality table 
on anyone, especially not on the small 
companies. 

Oren Pritchard, for NALU, said rec- 
ognition of improved mortality is in 
the public interest. The mutual com- 
panies have already taken advantage 
of this and agents of some stock com- 
panies say this puts them at a 
disadvantage. 

Mr. Bittel asked Mr. Estes whether 
his views would be likely to change in 
six months. The latter gavé an indi- 
cation of touche on this. He said a 
new mortality table won’t solve the 
problems. 

Mr. Bittel concluded by saying he 
didn’t see why the premium rate 
question was injected into the matter 
so strongly. 


Union Mutual Ups Scale 


Seventh Time in 11 Years 


‘Union Mutual Life has adopted a 
new dividend scale, its seventh in- 
crease in 11 years, which will give pol- 
icyholders an average increase of 
about 15%. 

The increase will vary by plan, age 
at issue, and duration of policy. 


Ettorts to Ward Off 


Federal Regulation 
(CONTINUED FROM PAGE 2) 

speaking for the industry committee, 
said the group has been very active 
and has given full consideration to 
the criticism of the U. S. Senate la- 
bor subcommittee of the insurance 
business for being codeless. It seemed 
obvious to the industry group that 
any internal code would have to deal 
with the matter of commissions and 
any recommendation along this line 
might be tantamount to fixing a com- 
ponent part of the rate. Another im- 
pediment was the fact that a code 
gotten up by an association would not 
reach non-members. Hence, the deci- 
sion was to urge the commissioners 
to take over. This would mean that 
the proper governmental authority 
would be imposing regulations on the 
business. 

As a “kickoff,” he suggested points 
to be covered in the code, including a 
guide for commissions, for gifts and 
entertainment, for service fees to third 
parties, accounting procedures, guide 
for loans to parties with possible con- 
flict of interest for discriminatory 
practices, for fair labeling of benefits. 

He said the commissioners will have 
to decide on whether to deal with the 
question of which to permit commis- 
sions to be dependent on claim ex- 
perience, also whether to touch on 
company retentions. 


Publishes All New 1956 


Pa. Insurance Laws 


Insurance Federation of Philadelphia 
has published its annual yearbook on 
all new laws enacted by the 1955-56 
legislature pertaining directly or in- 
directly to insurance. 

The volume contains the results of 
the deliberations of the legislature and 
the actions of the governor. The full 
wording of the various laws is 
recorded, followed by a summary 
showing the volume and type of meas- 
ures. that were introduced into the 
legislative committees but that failed 
on final passage. The acts have been 
classified according to that division of 
insurance which they affect: General 
life, fire, casualty, workmen’s com- 
pensation, etc. The volume is prefaced 
by a short message by the federation’s 
president, Malcolm Adams, president 
of Penn Mutual Life. 








30 Insurance Teachers 


Join in Summer Program 


A total of 30 fellows of American 
Assn. of University Teachers of Insur- 
ance worked in various insurance com- 
panies across the country as part of 
the association’s summer fellowship 
program. : 

The fellows, all university insurance 
professors or instructors, have the op- 
portunity through the program to gain 
first hand knowledge on the various 
facets of the insurance business which 
are of special interest to them. 

The current governing committee of 
the association is composed of William 
O. Cummings of LIAMA, George D. 
Haskell of American Mutual Alliance, 
Professor Dan M. McGill of the Fiueb- 
ner Foundation of Pennsylvania, uni- 
versity, Harold Philips of Assn. of Cas- 
ualty & Surety Companies, Robert P. 
Stieglitz of New York Life, F. W. West- 
ervelt of National Board and James R. 
Williams of Health Insurance Institute. 





Hancock Holds “Family Day” for 
11,000 Guests at Home Office 

John Hancock held its third “fam- 
ily day” for 11,000 children and fam- 
ilies of its home office staff. 

Byron K. Elliott, executive’ vice- 
president, Clyde F. Gay, vice+presi- 
dent-administration, John L. McCrea, 
vice-president-personnel and client re- 
lations, and Robert P. Kelsey, vice- 


president-public services, toured the 
home office to greet visitors. Officers 
and their wives met guests in the main 
lobby. 

The visitors toured the offices and 
exhibits and saw the Univac elec- 
tronic data processing system in ac- 
tion. Entertainment was provided for 
the children, refreshments were served 
and souvenir pens were distributed. 
A physician and nurse were on duty 
for special emergencies. 

Sixty family day representatives 
planned the party under the chair- 
manship of Morgan H. Plummer Jr. 
of the public services department. 





Must Remember Family 
Needs, S. F. Agents Told 


A bankrupt family is many times 
worse than a bankrupt business, Les- 
ter S. Roscoe, director of field train- 
ing Occidental Life of California, told 
members of San Francisco Life Un- 
derwriters Assn. at a breakfast meet- 
ing. 
In his talk on “Making Money Is 
Your Business,” Mr. Roscoe predicted 
that people will see more changes in 
the next 10 years than they have in 
the last 50, but he said some things 
will never go out of style—such as the 
family. He urged agents to always re- 
member the family needs for protec- 
tion. He said agents must not devote 
all their time to bank-loan, split dollar 
and other plans when the basic objec- 
tive of life insurance is the “family 
plan.” 

The “money curse,” he said, is far 
and away ahead of “anything in sec- 
ond place” and if money is used prop- 
erly, it can buy happiness. 


Convention Dates 


Dee. 12-13, Life Insurance Assn. of America, 
annual, Waldorf-Astoria hotel. New York. 
1957 
18-20, Life Insurance Agency Manage- 
Edgewater Beach hotel, 











Mar. 
ment Conference, 
Chicago. 

Mar. 24-29, National Assn. of Life Under- 
writers, midyear, Hotel Roanoke, Roanoke. 

April 11-12, Home Office Life Underwriters 
Assn., annual, Greenbrier hotel, White 
Sulphur Springs. 

April 15-17, Life Insurance Agency Manage- 
ment Assn. A&S Meeting, Edgewater Beach 
hotel, Chicago. ; 

April 29-May 1. Life Insurance Agency Man- 
agement Assn. Combination Companies Con- 
ference, Hollywood Beach hotel, Hollywood, 
Fla. 

May 12-15, Life Insurance Agency Officers 
Round Table, Homestead hotel, Hot Springs, 
Va. 

May 20-22, Insurance Accounting & Statistical 
Assn., annual, Palmer house, Chicago. 

May 22-24, Life Insurance Conference, Caro- 
lina hotel, Pinehurst, N. C. 

June 5, Actuarial Club of the Pacific, semi-an- 
nual, Del Monte hotel, Pebble Beach, Cal. 
June 12-15, International Assn. of A&H Under- 
writers, annual, Lowery hotel, St. Paul, 

Minn. 

June 12-15, Wisconsin Assn. of A&H Under- 
writers, annual, St. Paul, Minn. 

June 30-July 3, Million Dollar Round Table, 
Greenbrier hotel, White Sulphur Springs. 
Aug. 12-14, International Federation of Com- 
mercial Travelers, annual, Empress hotel, 

Victoria, British Columbia. 

Sept. 15-20, National Assn. of Life Underwrit- 
ers, annual, Sheraton-Cadillac and Statler 
hotels, Detroit. 

Sent. 16-20, General Agents & Managers Con- 
ference, annual, Detroit. 

Sept. 17, American College of Life Underwrit- 
ers, annual, Sheridan-Cadillac hotel, Detroit. 

Sept. 18, American Society of Chartered Life 
Underwriters, annual, Detroit. 

Sept. 23, Fraternal Actuarial Assn., annual, 
Statler hotel, Los Angeles. 

Sept. 23-25, Life Office Management Assn., 
annual, Shoresom hotel Washington D. C. 
Sept. 23-25, National Fraternal Congress of 
America, annual, Statler hotel, Los Angeles. 
Oct. 23-25, Assn. of Life Insurance Medical 
Directors, annual, Statler hotel, New York 

City. 

Oct. 31-Nov. 1, Actuarial Club of the Pacific, 
anhual, Biltmore hotel, Santa Barbara, Cal. 

Nov. 10-14, Life Insurance Agency Management 
Assn., annual, Edgewater Beach hotel, Chi- 
cago. 

Dec. 6-8, California State Assn. of Life Under- 
— midyear, Rickey’s Studio inn, Palo 
Ito. 
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Life, A&S Attairs Featured at NAIC Midyear 
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study of house confinement policies 
shows the problems involved are 
largely due to the fact that confine- 
ment to the house is not a proper 
measure of total disability and, ac- 
cordingly, “such provisions are basic- 
ally unjust, unfair and inequitable in 
a policy which purports to provide 
benefits for total disability. It can be 
demonstrated that many persons who 
are totally disabled, using the strictest 
definition, are not necessarily con- 
fined to the house and that confine- 
ment to the house does not establish 
that a person is unable to perform any 
and every duty pertaining to his or 
any occupation even where such con- 
finement is necessary and continuous.” 
e . e 

The most serious problems arise in 
connection with such policies which 
promise loss of time benefits for life, 
Mr. Howell added. A study of several 
hundred claims. where the claimant 
had been totally disabled and re- 
ceived benefits under the usual defin- 
ition for two years or more, disclosed 
that only a small number would have 
been entitled to receive any further 
payments if necessary and continuous 
confinement to the house had also 
been required. Under a liberal con- 
struction of such confinement re- 
quirements, over 80% of such claim- 
ants would have been disqualified and 
under a strict interpretation, over 90% 
could have been cut off from any 
further benefits. 

As a practical matter, the commis- 
sion said, few, if any, companies are 
offering loss of time coverages for 
periods over two years without house 
confinement requirements but the 
public is definitely interested in pur- 
chasing protection for long periods of 
disability. It is the intention of some 
companies issuing lifetime confining 
policies that the house confinement 
provisions would be used to terminate 
benefits only when they were satis- 
fied that the claimant was not totally 
disabled by the usual definition. To 
require all companies issuing such 


policies to agree to administer claims 
in this manner was not acceptable to 
industry and would probably have 
been difficult to administer. 

It has been suggested, Mr. Howell 
went on, that if such policies provide 
a sufficient period of non-confining 
benefits, house confinement provisions 
could no longer be construed as being 
unjust, unfair and inequitable, at least 
when the maximum period of loss of 
time benefits are promised for more 
than two years up to life, no satis- 
factory solution has been found but it 
appears that, if non-confining benefits 
are provided for a full year at the 
same dollar rate, a reasonable pattern 
of required non-confining benefits can 
be set up for all such policies. 

The tentative rules promulgated by 
the New Jersey department on Oct. 
24, establish such a pattern, he de- 
clared. These rules are the result of 
New Jersey department hearings and 
of numerous conferences and discus- 
sions with representatives of individ- 
ual companies and other interested 
persons. “We feel that they are rea- 
sonable and consistent. These rules 
represent a compromise, based on 
practical considerations, of the New 
Jersey department’s position as ex- 
pressed in our previous memorandum. 
It is our feeling that a good case can 
be prepared under existing statutes, 
if necessary, for banning house con- 
finement requirements in policies de- 
livered in New Jersey.” 

e e e 

A discussion of the status of vari- 
able annuity legislation was the only 
topic on the agenda of the subcom- 
mittee handling this subject. Chair- 
man August Pryatel of Ohio presided. 

Stephen L. Segedy of American Life 
Assn. of Bridgeport, said his company 
now has before the Connecticut su- 
preme court the issue of whether a 
fraternal can write a variable endow- 
ment. A decision is expected in two 
or three months. He pointed out that 
the fraternals do not fall under the 
Guertin laws, among other things, and 
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SUPERINTENDENT OF AGENCIES 


A progressive eastern life insurance company with a billion and a half 
dollars of life insurance in force and branch offices in more than sixty 
principal cities has an attractive opening for a Superintendent of Agencies. 
Applicant should have successful experience in management work and in 
selecting and training men for management. Preferably he should be 
between 35 and 40 years old and capable of directing and supervising 
branch operations through correspondence and personal visits. 

This is an excellent position for the right man and there are unlimited 
opportunities for advancement. Replies will be held confidential. Write, 
giving complete background and experience to Box R-69, The National 
Underwriter Company, 175 W. Jackson Blvd., Chicago 4, Illinois. 








WANTED 
A & H Underwriter 


Fast growing New England Company offer- 
ing complete Accident and Health and 
Hospitalization coverages has career op- 
portunity for high caliber accident and 
health underwriter with 3-5 years experi- 
ence in all lines. Write fully, giving age, 
resume of experience, etc., in strict con- 
fidence to Box R-59, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicaao 4, Ill. 








WANTED 
CREDIT LIFE EXECUTIVE 


New d Life Company has 9g 
oportunity for experienced and aggressive sales 
executive to head Credit Life and Credit A & H 
Division. We require a man with broad Credit 
Life experience, and contacts with individuals 
and organizations writing substantial volumes 
of this type of business. Write fully, in strict 
confidence to Box R-73, c/o The National Under- 
writer Co., 175 W. Jackson Bivd., Chicago 4, III. 
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the fraternalists are convinced their 
plan can be written. 

Commissioner Howell of New Jer- 
sey reported that the three variable 
annuity bills in his state have passed 
the assembly and the second reading 
in the senate. They are ready for ac- 
tion. Accompanying them is a bill to 
limit the amount of stock a life com- 
pany can hold in any one corporation 
to 5% instead of the present 20%. 
This wil eliminate most of the ob- 
jections (o the variable annuity bills, 
Mr. Hovell said, adding that he does 
not think the variable annuity bills 
will be },.assed without the investment 
bil. 

Mr. P.yatel put on the agenda for 
the June meeting, a study of the ef- 
fect in «ther states if one state, by 
law or ctherwise, allows a life com- 
pany or u fraternal to sell variable an- 
nuities. 

Milton Ellis of Metropolitan passed 
out excerpts from a talk by president 
F. W. Ecker of that company opposing 
variable annuities and quoting some 
opposition remarks of Taylor of Ore- 
gon. Mr. Ellis said variable annuity 
bills were killed last year in New 
Hampshire, Maryland, and New York, 
and in Massachusetts and Texas the 
subject is under study. 


Wisconsin Club Holds 
Semi-Annual at Oshkosh 


Sixty-five members of Fox River 
Valley Insurance Club, representing 
eight companies with home offices in 
southeastern Wisconsin, attended the 
semi-annual conference in Oshkosh, 
with Wisconsin National Life of this 
city as the host company. The session 
was devoted to insurance procedures, 
operations and problems. 

Robert Savage, Wisconsin National, 
was moderator of a discussion con- 
cerned with the selection of personnel, 
including testing programs, classifica- 
tions and promotions. Personnel health 
and welfare discussion was moderated 
by Dr. Roger Henning, Aid Associa- 
tion for Lutherans, Appleton, and Don- 
ald Beyer, Wisconsin Life, Madison. 

A discussion on procedures for keep- 
ing statistics on policy and mortage 
loans was conducted by Fred Hansen, 
National Guardian, Madison, and Nor- 
bert Schultz, Old Line Life of Milwau- 
kee. A fourth group, with Ralph Walk- 
er, Wisconsin National, discussed A&S 
coverage in relation to sub-standard 
policies in general. 


NALU Names Campaign 
Heads in West, South 


National Assn. of Life Underwriters 
has appointed Sam B. Starrett Jr., 
Guarantee Mutual Life, Omaha, an 
NALU trustee, and David Blumberg, 
general agent for Massachusetts Mu- 
tual Life at Knoxville, as membership 
chairmen in their respective areas in 
the campaign to boost NALU member- 
ship to 75,000. 

Mr. Starrett’s territory consists of 
Iowa, Kansas, Minnesota, Missouri, 
Nebraska and North and South Dakota. 
Mr. Blumberg’s area is Alabama, Ar- 
kansas, Kentucky, Louisiana, Missis- 
sippi and Tennessee. 








WANTED 

A Florida Life and A. & H. Company has 
outstanding opportunity for experienced 
and aggressive Sales Executive, with broad 
agency building background in Life field, 
to establish agencies and build substantial 
volume of this type of business. Write Box 
R-72, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











Number of Companies 
in Texas up Despite 
Mergers, Liquidations 


Despite the number of company 
mergers and liquidations, records of 
the Texas board of insurance commis- 
sioners just released show that there 
are 74 more insurance companies op- 
erating in Texas now than there were 
three years ago. The number as of 
Aug. 31 was 1,917. 

The net gain of 74 is doubly strik- 
ing, since a breakdown by types of 
insurors discloses that there was a de- 
crease of 74 in mutual assessment 
classifications and an increase of 148 
or twice 74, in the legal reserve cate- 
gories. 

At the start of the state fiscal year 
on Aug. 31, 1953, there were 1,843 
companies operating in the state. Of 
this number 351 were legal reserve 
companies with home offices in Texas 
and 665 with home offices in other 
states, with the current totals being 

73 and 691, respectively. The aggre- 
gates were 1,016 in 1953 and 1,164 in 
1956. On the other hand there were 
827 Texas-based companies under the 
mutual assessment category three 
years ago and now there are 753. 

The present list of operating com- 
panies breaks down into these cate- 
gories: 


Legal reserve life companies: Stock 
—Texas 326, foreign—113; mutual— 
Texas 18, foreign—49; grand total, 506, 

Stock fire—Texas 10, foreign 31; 
stock fire and casualty—Texas 53, for- 
eign 318; stock casualty—Texas 6, for- 
eign 23; mutual fire or casualty— 
Texas 9, foreign 88: Mexican casualty, 
9; Lloyds—Texas 17, foreign 1; recip- 
rocals—Texas 7, foreign 22; fraternals | 
—tTexas 13, foreign 34; title—Texas 14, 
foreign 3; grand total, 658. 

Statewide mutual assessment life, | 
health and accident, 52; local mutual 
aid, 274; burial associations, 336; ex- 
empt companies, 26; non-profit, 1; 
county mutual fire, 31; farm mutual 
fire, 33; total 753. 


LAA Eastern Round 
Table to Examine 
Value of Research 


The annual eastern round table of 
Life Advertisers Assn. March 28-29 at 
Barbizon-Plaza hotel, New York, will 
deal with the value of research to 
improve marketing and sales. 

Before the meeting a team, headed 
by Charles R. Corcoran, 2nd vice pres- 
ident of Equitable Society, chairman 
of program and special events, will 
survey member companies on (1) the 
most effective content of sales pro- 
posals; (2) consumer language for ad- 
vertisements; (3) gaining readership 
for company publications, and (4) 
merchandising a promotion program 
and advertising program. The results 
of the survey will be examined at the 
meeting. 

The session will also include ad- 
dresses by experts in advertising and 
advertising-public relations research. 


Battleson Heads Citizens L. & C. 

Stephen Battleson has been elected 
president of Citizens Life & Casualty 
of Los Angeles. He has been with 
West Coast Life for 30 years. 

Citizens Life & Casualty is author- 
ized to sell life, liability, workmen's 
compensation and common carrier li- 
ability. It plans to add disability and 
credit insurance when it receives its 
amended certificate of authority from 
the California department. 
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“Frankly, Miss LaVerne, I think we'd better put you down as a ‘housewife’ and trust to luck.” 


Don’t let the light touch fool you. Because—outside 
of a cartoon—no life insurance agent can afford to 
take lightly his responsibility for the soundness of 
the risks he recommends to his company. The Prov- 


ident Mutual agent knows and respects the rea- 


sons for his company’s practices and policies—and 
applies those same standards in his own thinking. 

Only thus can the career agent serve—as Provi- 
dent Mutual agents do—the best interests of his 


clients, his company and his community. 


Provident Mutual 


Life Insurance Company of Philadelphia 








Will your later years 


be ones of achievement 


and contentment? 


I. YOU THINK about the many contributions which 
= ~ older people have made to the world . . . you realize 
AT 83 THOMAS A. EDISON made pioneering how rewarding life’s later years can be. 
studies on the production of nes rubber. Today, more people than ever are proving that the 
ee years beyond 65 are not years to be idly spent . . . they 
are years to be actively enjoyed! 
If you want your later years to be healthy, happy, 
active ones . . . and who does not? . . . here are some 
important things which you should begin to do now: 


1. Adopt the right outlook on aging. Do not 
worry about old age. Worry will not delay it; more 
likely this will hasten it. Face up squarely to the prob- 
lems of aging . . . and plan your life so you can meet 
future challenges. 

2. Broaden your horizons as you grow older. 
*‘Mental adventure,” whether it be in absorbing hob- 
bies or in activities devoted to helping others, will stand 
you in good stead during your leisure years. “To learn 
what is new is to remain young.” 


3. Take stock of your health. Complete medical 
check-ups annually after you are 35 or 40 can help 
assure you a healthier life in your later years. Not the 
least of the benefits which you will get from regular 
visits to your doctor is medical advice about what you 
should and should not do as you get along in years. 


You may have slipped into some bad health habits 
unknowingly . . . like over-eating or not eating enough 
of the protective foods . . . or not getting enough exer- 
cise and sleep. These may seem like small matters to 
you . . . but good living habits pay off, and you cannot 
start them too early. 


Look at the older people around you who have mas- 
tered the art of growing old gracefully. Find out what 
they have done to achieve health and happiness in the 
sunset years. You may learn a lot that will help you. 
Indeed, you may live to echo the sentiments of an 
80-year-old man who said, “I’m not 80. I’m just 4 
times 20!” 


AT 79 PADEREWSKI was still a master of the 
piano, giving concerts before large audiences. 


es oa fee |p . 


AT 78 BENJAMIN FRANKLIN was ambassador 
to France; wrote his autobiography after 80. 
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